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what ti TRADEMARK Mandy for- 


QUALITY PLYWOOD. Fine Douglas fir from Oregon’s rain forests. 
Modern mills and machinery—manned by veteran plywood workers. 
Grademarking avd trademarking—double guarantee of quality. 





BRANCH SALES WAREHOUSES: 


St 


EXPERIENCED MANUFACTURE. Associated is a pioneer in the plywood 
eR industry, with a third of a century of plywood manufacturing experience. 
This know-how is an important value of the APMI trademark. 


EFFICIENT DISTRIBUTION. Associated maintains its own warehouses in 
major building areas. This insures quick, efficient service from adequate 
stocks plus intelligent on-the-ground cooperation from experienced APMI 
salesmen. 


INTEGRITY OF MANAGEMENT. Honest prices and fair dealing is a basic 


Associated policy —always has been and always will be. 


PRODUCT DEVELOPMENT. Recent new Associated products that have 
SALES OFFICES: opened up new markets and new sales opportunities include Sea Swirl 
decorative fir plywood (Select and Knotty), Vertical Grain plywood, Ply- 
ron, Hardwood-faced plywood in Birch and Lauan Mahogany. 


31 State Street, Boston, Mass 

595 E. Colorado St., Pasadena, Cal 
ALL OF THESE FACTORS are built into, and are a part of the Associated 
trademark. Look for it on plywood you buy. We welcome your inquiries. 


ASSOCIATED PLYWOOD MILLS, Inc. 


General Offices: Eugene, Oregon ¢ Plywood plants at Eugene and Willamina. Lumber mill at Roscburg. 
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lumber, plywood, and 
door distributors 


We Maintain Large Stocks of Both Lumber and Plywood in Many 
Species of Wood from the U.S.A. and Abroad. Among the Items 
Available for immediate Shipment Are: 


MAHOGANY: We ore specialists WESTERN LUMBER: Ponderosa 
in British Honduras, Philippine and Pine, Kiln-Dried Fir, Redwood Lum- 
African Mahoganies. ber & Siding, Western Red Cedar. 


DECORATIVE PLASTICS: Panelyte 
-For Commercial Installation and 
Shop Fabrication 1/16” thickness 
Wood Grains Now Available. 
Arborite—For On-Job Application, 
1/8” thickness. 

TIDEWATER RED CYPRESS: Boat 
PLYWOOD: Birch, Gum, Mahog- Stock, Dressed Finish, 4/4 to 12/4 
any, Fir Plyweave, Oak, Walnut, No. 1 Shop and Better. 


Fir, Virola (Banak). 

FLOORING: Oak Block and Strip, 
DOORS: Flush and Entrance Doors, Maple and Beech Strip, Industrial 
Fir, Birch, Gum, Mahogany. and Block-On-End Flooring. 


LUMBER: Tough Ash, American 
Black Walnut, Aromatic Cedar Lum- 
ber and Closet Lining, long Leaf 
Pine, Hard Maple, Birch, Prima 
Vera, Red Gum, Poplar, Red and 
White Oak. 


PANELING 


Philippine Mahogany, Knotty 
Pine, Cypress, Redwood, Fir Drift- 
wood, Fir Ridgewood. 


e e ee a “e 
dixie lumber co., inc. 
8201 FIG STREET e« NEW ORLEANS 18, LOUISIANA 
Telegraphic Address WUX— DIXIE ~ Telephone WAlnut 9500 


<> Fey 
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November’s Feature Parade 


Home-Planning Center Helps Sell More Jobs... 
Timely Tips on Selling Toys at Christmas 

Sell ‘Em Man-formed Stone for Re-Siding 
$100,000 Gain in Molding Sales Explained 
Getting the Most from Outdoor Signs 

Consider Engelmann Spruce for Millwork 


Departmental News Sites 


News of the Industry for the Month 

Washington News of Interest to Dealers 

What Happened at S. E. Show and Oklahoma Mart 
Manufacturing Highlights: Nails in Caddies 

New Products that May Sell Well 

Dealers in the News of the Month 
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Published monthly and mailed without charge to the wholesale and 
retail lumber and building material dealers in the 18 Southern and 
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CHICAGO: Robert A. Blum, 333 North Michigan Avenue, Tel. Central 
6-41381. 


CLEVELAND: W. G. Sheehan, 2516 Gasser Blvd., Rocky River Station, 
Cleveland 16, Ohio, Tel. Edison 1-0856. 


GASTONIA, N. C.: W. C. Rutland, P. O. Box 102, Tel. 7995. 


LOS ANGEL ES: L. B. Chappell, 6399 Wilshire Boulevard, Los Angeles 
48, Calif., Tel. Webster 3-9241. 


NEW YORK: Gerard Teasdale, 78 Manhattan Ave., New York 25, Tel. 
University 4-2087. 
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Beauty to 


— the home! 


Profit-Minded Builders Insist on 


Tre added eye and sales appeal of homes 
built using One-Der Metal Window Frames 
means faster turnover in sales—more profit to 
builders. 


Quick, easy installation makes One-Der Metal 
Frames a boon to big or small builders alike— 
less carpenter labor! And pre-priming means 
less painting! Fits any type of construction— 
brick, block or frame — complete assembly 
makes installation simple and easy. Ke 


P.S. 


Don’t forget One-Der 
Metal Door Frames — 
The perfect com- 
panion to One-Der 
Window Frames with 
the same outstanding 
features. 


ONGROSR 
MEDAL 





For further details see Sweet's File 15 b/On and 
16b/On. Order TODAY from your dealer, listed in Sy 
Yellow Pages of Telephone Directory, or write — 


ONE-DER frame ~ 


Gs A Lion 
BIRMINGHAM 6, ALABAMA 





P. O. Box 3068 — 
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NORTH IDAHO ENGELMANN SPRUCE 











EXTRA DURABLE 
FOR EXTERIORS 


Light in weight, yet it is 10 to 
20% stronger than Ponderosa. 
Kiln-dried for uniform quality. 








i Ta 


EXTRA HANDSOME 
FOR INTERIORS 


Pale, off-white in color, it is fine- 
grained and has a uniform tex- 
ture. Free from pitch and resin. 


CABINETS, FURNITURE 


This new wood handles well and 
does not split in nailing. Ideal 
for cabinet work, or millwork. 


NOVEMBER, 1953 





> Three \big reasons make North 
Idaho Engelmann Spruce your 
4 © — best buy in wood today. It’s the 

new and different wood that is 
stronger and more durable . . . it’s‘as handsome as a wood 
can be .. . and it’s exceptionally easy to handle and work 
for cabinet and furniture making. \ It’s a versatile wood, 
adaptable for exteriors or interiors, excellent for flooring, 
ceilings, siding, interior finishing, millwork—even tanks 
and water troughs. 


Nature and man combined their talents to bring 
you this new wood. Nature contributed, in North Idaho, 
the most favorable location for growing a superior species 
of spruce and the men in our mills have perfected the 
means of milling, scientific kiln-drying and planing to pro- 
duce a truly great wood. 


Controlled methods of pre-steaming used in 
our kiln-drying process insures absolute uniformity in every 
shipment and a continuing supply is available the year 
round. Be sure to insist on North Idaho Engelmann Spruce 
—specify it by name to insure your customers’ complete 
satisfaction. Ask your wholesaler about it today, or... 


M" Wnite for Additional 
D Tuformation to: 


ACK RIVER SALES CO. 


SPOKANE, WASH. P.O. BOX 64 ° TELETYPE SP. 105 ® TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sondpoint, Idaho Gibbs, Idaho Thompson Falls, Mont. 
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ASSOCIATION DIRECTORY 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs 
Mary K. Harless. Tel. 7-3195. President: W. Thornton 
Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender- 
son. Tel. 8283. President: Byron P. Howlett, Monticello, 
Ark. 


Carolina Lumber and Building Supply Association — | | 4 
Builders Building, Charlotte, N. C. Secretary-Manager: 
E. M. Garner. Tel. 2-4921. President: T. A. Roe, Green- 
ville, S. C. 


Florida Lumber and Millwork Association — 2218 Edge- 
water Drive, P. O. Box 7125, Orlando, Fla. Secretary- 
Treasurer: Mrs. Marie M. Bennett. Tel. 2-3761. Presi- 
dent: B. Frank Edwards, Tampa, Fla 


Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A 
Campbell. Tel. 74. President: R. E. McConnell, Paris, Ky 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President: 
R. Needham Ball. Tel. 2-4080. President: Harry V 
Balcom, Bossier City, La. 


Building Material Merchants of Georgia— 1050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G 
Rowell. Tel. Elgin 5329. President: W. O. McNair, 
Macon, Ga 


Lumbermen’s Association of Texas — Second National 
Bank Building, Houston 2, Tex. Executive Vice-President 
Gene Ebersole. Tel. PReston 9157. President: John Arm- 
strong, San Angelo, Tex. 


Middle Atlantic Lumbermen’s Association— 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc- 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President: 
G. Hunter Bowers, Frederick, Md. 


Mississippi Retail Lumber Dealers Association — 650 
South State Street, P. O. Box 1968, Jackson 115, Miss 
Secretary-Treasurer: E. B. Lemmons. Tel. 3-2077. Presi- 
dent: T. A. Rigdon, Forest, Miss 


National Retail Lumber Dealers Association — 302 Ring 
Building, 18th and M Streets, N. W., Washington 6, D. C 
Executive Vice-President: H. R. Northup. Tel. NAtional 
6757. President: H. J. Munnerlyn, Bennettsville, S. C 


Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Industrial Manager: W. M 
Morgan. Tel.: 7-0338. President: Dale Carter, Tulsa, 
Okla 


Southern Sash and Door Jobbers Association—920 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: C. Bar- 
ney Gallagher, Jr. Tel. 8-4588. President: W. Horace 
Woods, Houston 


Southern Wholesale Lumber Association—McMillian Bank 
Building, Livingston, Ala. Secretary-Manager: Robert F 
Darrah. Tel. 3051. President: H. L. DeMuth, Jackson 
ville, Fla 


Southwestern Lumbermen’s Association—512 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: Allan T. 
Flint. Tel. Victor 2265-6. President: Fred S. Stephenson, 
Chickasha, Okla 


Tennessee Building Material Association—7 1! Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R Q 
Brownlee. Tel. 2-0185. President: W. S. (Red) Sexton, 
Knoxville, Tenn 


Virginia Building Material Association — 3305 Monu 
ment Avenue, Richmond 21, Va. Secretary-Manager: 
Harris Mitchell. Tel. 6-1749. President: William N. Neff, 
Abingdon, Va 


West Virginia Lumber and Builders Supply Dealers Associ- 
ation—P. O. Box 1589, Fairmont, W. Va. State Secretary: 
Sam H. Diemer. Tel. 364. President: Robert N. Swiger, 
Clarksburg, W. Va 





EVERYBODY 


Tension can be ap- 
plied DURING in- 
stallation on *L* 
type attaching 
bracket: or AFTER 
installation on both 
“L” and “Cup” types. 


BUILDER 

Hidalift cuts installation time 
and costs because it’s easier, 
faster to install and tension. 





DEALER 

Hidalift sells on sight. It’s easy 
to handle. Builds up sales 
volume and goodwill. 





ARCHITECT 

Hidalift doesn’t mar the beauty 
of modern windows because 
Hidalift is 100% concealed. 





HOMEOWNER 

| Hidalift insures lifetime wear 
plus ease of operation. In- 
creases resale value of home. 


Be sure and send for the new folder which illustrates 
and describes Hidolift's many quolity features and 
installation advantages. Ts S 


Quality Products For Over a Century 


St tnelllneedlieeeelecendienediaaadiannelicamelieentitindien ian aatiioietinae 


For literature, detailed infor- 
mation and prices, contact your 
nearest Hidalift representative. 
GEORGE F. CURRIE 

3105 Roswell Rd., N.E., Atlanta, Georgia 
LAURENCE J. BALDWIN & SON 

306 Caronde'et Building, New Orleans 12 


FRED H. ZIMMERMAN 
2608 Reagan Street, Dalias, Texas 
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Scientific precision 
instruments are used 
to assure Quality Control 


NOYO 


QUALITY CONTROLLED 








Lumber on rail 
trucks waiting to 


os roll into kilns 


SCIENTIFIC 


KILN DRYING 


assures 
STAY-PUT QUALITY 


After pre-seasoning is completed and the great lift 
trucks have taken the lumber down from the drying Sawn, edged and trimmed to produce the best 
stacks, carriers and cranes again pick up their cargo of out of the log. 
Noyo Redwood and deposit it onto kiln trucks that Inspected and graded for consistent, dependable, 
roll into the huge drying kilns. Here the controls have uniform quality. 
already been set in accordance with the pre-determined nae : ae 
moisture content of the kiln charge. Then the next step Scientifically seasoned to meet specifications 
ne ; called for. 
in processing Noyo Quality Controlled Redwood be- 
gins. The charge stays in the kilns from 5 to 24 days Surfaced — ——- 
depending on conditions and sizes. Quality Control is to pattern by 
exercised through careful checks and unexcelled _ § REGIONAL SALES 
continuous testing by skilled kiln planing facilties. REPRESENTATIVES 
engineers utilizing scientific instru- C.R.A. grade- 
ments to determine the correct rate marked, assembled §§ = In order to provide prompt, 
of drying for maximum conservation and — to efficient “on the job” service, 
of natural qualities. you under careful Union Lumber Company 
scrutiny toinsure §& 


. maintains carefully selected 
satisfied customers. ‘ —_ 


and trained sales representa- 
tives across the nation. Con- 


SAN FRANCISCO LOS ANGELES CHICAGO NEW YORK 3 
620 Market St. 117 W. 9th Street 228 N. LaSalle St. 2735 Grand Cent. Term. ie sult your local directory or 
SUtter 1-6170 TRinity 2282 CEntral 6-1172 MUrray Hill 9-5189 write to our nearest office. 


UnIoN LUMBER COMPANY jee 


TREE FARMERS AND MANUFACTURERS Redwood Association 
FORT BRAGG + CALIFORNIA 
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INSULITE 


irae QP onoen 





Tension Screens 








IN NAME BRAND PRODUCTS 


Businessmen agree that the secret of 
success hinges en giving top-dollar value 
and customer satisfaction. The surest way 
to follow this formula is to sell name 
brand products that are known for their 
quality, value, and performance. 


SSirco-distributed products are all na- LAY 
tionally-advertised, quality products that \\) WALL 
y-ac » gq yf \\ Pantiing 
we 


assure customer satisfaction .. . bring 
them back for repeat business. Designed 
to appeal to your customers, priced to 
appeal to your business judgement, they 
are easy to sell and easy to stock. From 
16 SSirco warehouses you get convenient 
overnight or drive-in, pick-up delivery— 
cutting inventory investment. 


Order now ... and hit a new high in 
sales and profits with SSirco-distributed 


products. . 


FOR A NEW HIGH IN ALL 3—QUALITY, PROFITS, AND DELIVERY 
—WRITE OR CALL YOUR NEARBY SSIRCO WAREHOUSE 


SOUTHERN STATES 
IRON ROOFING COMPANY 











YOUR IDEAS CREATED THIS 
NEW WINDOW 


You wanted a protecting ri/f-our vent so that rain would bounce 
off, instead of coming in on your walls and furnishings. You 
wanted a sit-in sill vent so that drafts would be deflected 
upward, instead of hitting you. 

You wanted a window with “horizontal-line” design so your 
house would look lower and longer. 

You wanted a window that was made of steel so it would be 
strong and rigid and stay that way. Steel, so it would never 
swell or stick. Super Galvanized (if you felt it necessary) so it 
would never need painting. 

You wanted to be able to wash your windows conveniently 
from inside the house. You wanted screens designed for the 
windows so they'd always fit snugly— made of steel so they'd 
never shrink. You wanted screens that you could slip on from 
the safe, warm, comfortable inside of the house, and never 
have to crawl up a shaky ladder. 

You wanted a truly modern window—designed for modern 
living. So Fenestra* designed this new window and called it 
the “Fenestra Projected Steel Window”. 

For full information call your nearest Fenestra Repre- 
sentative (listed in the yellow pages of principal city phone 
books) or mail the coupon, Also check on the new Fenestra 
WindoWalls . Casements, Basement Windows, Swing Doors 
and Sliding Closet Doors 


fe 


WINDOWS HARDWARE CASINGS SCREENS STORM SASH 


Detroit Steel Products Company, ; 
beet SBS-11, 3421 Griffin Street, Detroit 11, Mich 


Residential Projected, {_} Casements, 
Residential-type Swing Doors and 


Please send me further information on 
WindoW alls, 


Sliding Closet Doors 


Basement Windows, 


=) 








Fenestra* 
Is Telling Home Buyers 
About This New Window 





“Better Homes & Gardens” 


and 
“LIVING for Young Homemakers ” 


Have you considered it for your new homes? 


The FENESTRA RESIDENTIAL 
PROJECTED STEEL WINDOW 


is available in these sizes: 


BASE UNITS TYPICAL COMBINATIONS 
wo | s-wo | 8tiwo yw. S-\ wo 
— | es ie | 


BOLT-ON UNITS 


®-20 P-2 
3-1 wd 3-1 wo 
——+qH ee 


And has these advantages: 
1. Emphasizes modern architectural hor izontal lines. 


*) > 

2. Permits ventilation in any weather — projecting 
! ° e 

vents shed rain and deflect drafts. 


3. Sereened and cleaned from inside. Fenestra W in- 
dows and metal screens are designed for each other 


—always fit. can't warp or swell or shrink, 


I. Quickly and easily installed—take same fins. 
casings, ete., as famous Fenestra Casements. Go in 
rough opening quickly, easily. no fitting. trimming 


or finishing. 


o. Available Super Hot-Dip Galvanized so they do 
not need painting. 


For further information. call vour Fenestra Repre- 
sentative (listed in the yellow pages of principal 
city phone books) or write Detroit Steel Products 
Company. Dept. SBS-7. 3121 Griffin St.. Detroit 


1]. Michigan. “B 
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3. Color Schemes for White Houses. 
Pocket-size book illustrates new color 
schemes for outside trim. Shows how 
revolutionary new White ONE- 
KOATT House Paint saves home 
owners hundreds of dollars. Valu- 
able for promoting sales of exterior 
paints. The Peaslee-Gaulbert Paint 
— Varnish Company, Louisville, 
Ws 


13. Sash Balance. New Pullman Pig- 
my sash balance, the “world’s small- 
est and lightest weight true counter 
balance,” is described in a new cata- 
log sheet. Installation of balance, 
which fits into sash itself, is ex- 
plained. The Pullman Manufacturing 
Corporation, 325 Hollenbeck Street, 
Rochester 5, N. Y. 


15. Plastic Tileboard. New folder 
shows patterns of Afco plastic tile- 
board and contains samples of the 10 
shades in which it is made. Another 
booklet pictures various metal trims 
and moldings used with this tile- 
board. A full-color consumer folder 
is also available. The A and F Tile- 
board Company, Box 4085, Alex- 
andria, La. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and 
stainless steel moldings and trims. It 
gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


21. Hunter Zephair Fans. A new 
eight-page illustrated catalog on fans 
for homes and industry. It includes 
function and installation data about 
unit containing fan, motor, shutter, 
and switch. Hunter Fan and Venti- 





lating Company, 400 S. Front St., 
Memphis, Tenn. 


23. Heatilator Fireplaces. Booklet 
tells how Heatilator unit efficiently 
circulates heat and adds profits on 
fireplace sales. Heatilator, Inc., Syra- 
cuse 5, N. Y. 


29. Awning Windows. Illustrated Cat- 
alog No. 89 gives sizes and types, 
specifications for the complete unit 
and hardware specifications, and 
construction data on Gate City Awn- 
ing Windows. Prices, discounts and 
complete architectural file are avail- 
able. Write The Gate City Sash and 
Door Co., P. O. Box 901, Fort Lauder 
dale, Florida. 


33. Laminated Wall Panels. Two full- 
color booklets show photographs of 
rooms with ceiling and walls covered 
with Upson laminated panels. “New 
Interiors for Old” suggests remodel- 
ing ideas, tells how Upson panels 
are put over old walls. “Upson Lam- 
inated Panels—For Crackproof Dry- 
Bilt Construction” gives information 
desired by builders and architects 
The Upson Company, Lockport, N. Y 


37. Folding Stairways. New folder 
describes uses, installation, and sizes 
of Wel-Bilt Fold-A-Way attic stair- 
way. Operations are well illustrated 
Wel-Bilt Products Company, Box 95, 
Memphis, Tenn. 


47. Flexboard. A new handbook con 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica- 
tions. Johns-Manville Corporation, 
Box 290, New York 16, N. Y 


55. Fiber Wallboards. Folders 


offered with information on colors, 
appearance, and uses of Duo-Tone 
and Pebbled Perfect-O-Cell fiber 
wallboards. The Plastergon Wall 
Board Company, Philadelphia Ave- 
nue, Buffalo 7, N. Y. 


57. Window and Attic Fans. Two 
bulletins have been published by 
Reed Unit-Fans, Inc., 1001 St. 
Charles Ave., New Orleans, La. A 
new line of 20”, 24” and 30” 2-speed 
window fans along with the estab- 
lished line of reversible window and 
attic fans are described in these 
bulletins. 


61. Aluminum Awning Windows. 
Catalog shows standard types and 
sizes of Miami aluminum awning 
windows. Installation data and de- 
tails of air infiltration tests are in 
cluded. The Miami Window Corpo- 
ration, 5200 N. W. 37th Ave., Miami 
42, Fla. 


63. Home Insulation. A new 16-page 
catalog tells the story of Insulite in- 
sulating wool batts, blankets, and 
pouring wool, made of Fiberglas. Ap- 
plication instructions and specifica- 
tions are included. Insulite, 500 Ba- 
rr Arcade Building, Minneapolis 2, 
Minn. 


65. Rock Woo! Insulation. Folder 
lists types and sizes of rockwool in- 
sulation products with application 
instructions. “K” factors and “U” 
values are given with diagrams of 
typical construction, with and with- 
out insulation. The National Gypsum 
ee Delaware Ave., Buffalo 2, 


85. Farm Book. New 16-page book 
(Continued on page 13) 





SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N. E. 
Atlanta 5, Ga 


Gentlemen: 


Name_ 


Please send me the bulletins and catalogs indicated 


(Print Plainly) 


November, 1953 


Title___ 





Company 
Address 


City & State_ 








Circle numbers below. Bulletins and catalogs 
will be mailed promptly. 
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GENUINE 








PANELS 


... a natural for the 
DO-IT-YOURSELF 
MARKET 


Genuine Superlite — the allwood, hardboard panels 
with the Baked-On Plastic Finish — lasts and lasts, 
brings new life to old rooms, makes repeat sales for 
you. Its beautiful, long-wearing surface is welcomed 
wherever a smooth, glossy wall is wanted. 





BIG SHEETS 


Superlite Panels are 4 feet wide — up to 12 feet long. 


EASY TO HANDLE 


Superlite Panels can be cut and fitted with ordinary tools. 


DECORATIVE 


4 Patterns — 4” x 4” Tile Design, 8” Level-Line Design, Solid Color or 
Leather-like Finish. 12 Wonderful Colors — Chinese Red, Yellow, Two 
Blues, Suntan, Cream, Ivory, Aqua, Green, Apricot, Gray, White and 








Jet Black. 





SUPERIOR WALL PRODUCTS Company 


~*~ 4401 N. AMERICAN STREET, PHILADELPHIA 40, PA. 





North: A. P. Brunet, Box 811, Springfield, Mass. 
South: E. W. Proctor, Box 266, Columbia, §. C. 





ement — Wallboard Polish — 
ompound — Touch-up 
and Hardboard Mouldings. 
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U-AL-CO 


ALUMINUM 
AWNING WINDOWS 

















Built of extra-heavy aluminum to give the utmost rigidity 

. . Sturdiness . . . and faultless operation, Ualco Awning 
Windows have gained the confidence, and with it the 
preference of homeowners and buyers, and the building 
industry. 

Thoroughly use-tested and engineered to include every 
desirable advance feature, they have created a demand 
that makes them a sales leader throughout the country. 


“STRIP-PROOF" . . . Heavy-duty built-in cam “FINGER-TIP' . « «Linkage, with oilite bearing roll- 
lock unlocks, opens vents and automatically locks them in ers, is attached to each end of the torsion bar .. . actuates 
any desired position, closes and locks them. No separate each side of vents uniformly. Permits ‘‘finger-tip’ action 


locking. No gear stripping. for all operations. 

SOME OF MANY OTHER FEATURES: Top Vent Lowers About 4 Inches To Permit Easy Cleaning From Inside . . . All Vents Open More 
Than 90 Degrees . . . Completely Weatherstripped . . . Integral Fin Completely Surrounds Window . . . Jiffy-Quick Sill Clips Make 
Installation Easier . . . Complete Range Of Sizes. 


= 
a 


} 
|_| 
DOUBLE HUNG AWNING CASEMENT HOPPER 


THE WORLD’S LARGEST MANUFACTURER OF ALUMINUM WINDOWS 


§ UNION ALUMINUM COMPANY 
g SOUTHERN SASH SALES & SUPPLY CO. 


UNION ALUMINUM COMPANY, INC. [ietaisahtieaiis GA | Sivonen: AA" Dest. Sts 
SOUTHERN SASH SALES & SUPPLY CO. [ie Uctice venus So saemaimnietantion 
SHEFFIELD, ALABAMA EVERY OPENING” — . ADDRESS_ 























TWIMSUL 

















—— 





PROJECTED BASEMENT UTILITY 
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“Look, Pa she's eloping with that boy who knows 


EVERYTHING HINGES OW HAGER /“ 


FREE £ |f you enjoyed loughing of Tom Henderson's mirth-making cartoon this 
month, send for Hager's new book containing 28 full-size popular ‘‘Everything 
Hinges on Hager" cartoons! It's FREE! Just address 











C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Louis 4, Mo. ee 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience eS 
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showing uses of Celotex products in 
service buildings and the home. 
Fully illustrated. Includes detail 


drawings of application. For selec- 
tive distribution to farm building or 
remodeling prospects. The Celotex 
ae 120 S. LaSalle St., Chicago 3, 


87. Outdoor Fireplaces. A wide va- 
riety of outdoor fireplaces and grilles 
with descriptions and directions for 
building them are contained in the 
attractive booklet, ‘“‘Donley Outdoor 
Fireplaces.” It gives selling points of 
Donley fireplace forms. Copy free if 
requested on company letterhead. 
The Donley Brothers Company, 13900 
Miles Avenue, Cleveland, Ohio. 


91. Rustproof Screening. Dealer 
helps for Lumite saran screen cloth 
include newspaper ad mat service, 
window decals, consumer folders, 
streamers, and a price calculator that 
shows dealer’s selling price on all 
sizes of Lumite screening. The Lu- 
mite Division, Chicopee Manufactur- 
ing Corporation, 40 Worth Street, 
New York 13, N. Y. 


93. Disappearing Stairways. A de- 
tailed drawing that shows the work- 
ings of the Myer-Lee disappearing 
stairway, as well as specifications, is 
contained in a new pamphlet. A de- 
scription of this FHA-approved unit 
is given on the back. The Foldaway 
Stairway Company, Inc., 813 Sea- 
board Street, Portsmouth, Va. 


95. Paint Thinner. Tandrotine — a 
pleasant-smelling, non-toxic paint 
thinner—is described in a new two- 
color folder. It is said to be excellent 
for cleaning brushes, removing paint 
and grease, dissolving wax, and other 
household uses. Turpentine and 
Rosin Factors, Inc., Savannah, Ga. 


97. Wood Window Promotion. Litera- 
ture describes newspaper mats, di- 
rect mail pieces, movie trailers, radio 
spot announcements, billboards, and 
television advertising of wood win- 
dows. All are offered dealers at nom- 
inal cost. Wood Window Information 
Service, 38 S. Dearborn Street, Chi- 
cago 3, II. 


107. Red Cedar Shingles. A 100-page 
handbook describes proper methods 
of applying Certigrade shingles on 
roofs and exterior walls. This illus- 
trated “shingle encyclopedia” is de- 
signed for dealers, architects, and 
builders. The Red Cedar Shingle Bu- 
—, 5510 White Building, Seattle 1, 
ash. 


117. Southern Pine Lumber and Oak 
Flooring. Write for complete infor- 
mation on prices, quantity and qual- 
ity. Also, yellow poplar, red cedar 
closet lining and K.D. Pine Flooring. 
W. J. Word Lumber Co., Scottsboro, 
Alabama. 


139. Superlite Prefinished Wallpanels 
are now individually sampled in a 
pocket-size color-range folder. The 
sample container is 4” square, and 
holds an actual 4”x4” sample of Su- 
per-lite Wallpanel. In addition, the 
folder carries color chips, of the 
twelve available colors. Sheet sizes 
and other pertinent information are 
shown on the back. Superior Wall 
Products Co., 4401 N. American 
Street, Philadelphia 40, Pa. 


141. Steel Casement Windows. Folder 


102s with illustrations, details, dia- 
grams and sizes describes Hope’s 
Residence (Holford) Casements and 
Picture Windows, Hope’s Basement 
and Utility Windows and Hope’s type 
“H” Standard Doors. Hope’s Win- 
dows, Inc., Jamestown, N. Y. 


143. “How-ell-dor” Garage Doors. 
Attractive new 10-page catalog il- 
lustrates and describes styles and 
sizes of “How-ell-dor” sectional Up- 
sweep residential and commercial 
garage doors. Technical data are al- 
so supplied for Howell’s garage door 
accessories. The Howell Mfg. Co., 
Cottman St. and Hasbrook Ave., 
Philadelphia, Pa. 


145. Gas and Electric Water Heaters. 
Two bulletins, in color, devoted to 
Jackson automatic gas and electric 
water heaters, have been announced 
by W. L. Jackson Mfg. Co., Inc., 
P. O. Box 26, Chattanooga 1, Tenn 
Table-top and round electric heaters, 
as well as floor furnaces, are de- 
scribed in one; Jackson’s 20- and 30- 
gallon gas heaters in the other. War- 
ranties on both gas and electric 
models are explained. 


161. Ready-Trimmed Window Units. 
Outside-inside trimmed Fenestra res- 
idence steel casement units are 
covered in 4-page folder, RE-23. 
Includes table of casement types and 
sizes, installation details and infor- 
mation on hardware, inside screens 
and inside storm sash. Detroit Steel 
Products Co., 3227 Griffin, Detroit 11, 
Mich. 


163. House sewer pipe. 2-color folder 
explains the relative merits of vari- 
ous materials available for construct- 
ing house sewers. Gives typical case 
histories, with photos, including clay 
pipe house sewers that have endured 
many decades. BULLETIN 250, W.S 
Dickey Clay Mfg. Co., 922 Walnut 
St., Kansas City 6, Mo. 


165. Window Sash Balance. Catalog 
pages describe spiral balance in 
detail and list correct balance for 
various size and weight windows. 
Caldwell Manufacturing Co.; Dept 
CLP, world’s only manufacturer of 
both tape and spiral balances, 63 
Commercial St., Rochester 14, N. Y. 


177. Resolite translucent structural 
anels. In a 12-page multicolor cata- 
og. Resolite panels of Fiberglas- 
reinforced resin plastic are complete- 
ly described, including technical data 
on structural strength and light 
transmission for the eight standard 
colors. A table gives standard sizes, 
corrugations, and weights. Methods 
of application for structural and dec- 
orative uses are shown. Resolite Cor- 
poration, Zelienople, Pennsylvania. 


183. Hollow-Core Doors. New archi- 
tect’s file folder shows detailed con- 
struction, available sizes and other 
interesting specification data for 
General Gibraltar and Kentucky 
Colonel hollow-core flush doors 
General Plywood Corporation, Louis- 
ville 12, Kentucky. 


187. Flush Doors, Awning Windows. 
A new folder contains a cut-away 
sketch that shows the inside con- 
struction of Davis flush doors, plus 
specifications. Super-Vent wood 
awning-type windows are described 
in a two-color brochure. Sketches 


show how air circulation is improved 
and how easily these windows are 
cleaned. Fixed and operating units 
are combined for variety. The Davis 
Manufacturing Company, Inc., 1075 
South Clark Street, New Orleans, La. 


189. Paint Products. Complete line 
finest quality trade sale paint prod- 
ucts and excellent selection Master 
Painter products designed to satisfy 
exacting needs of master craftsmen. 
Representative stock of yet 
brushes and paint rollers. Sold Only 
Through Dealers — No Compan 
Owned Stores. Mound City Paint 
a Co., 202 S. 9th St., St. Louis, 
Mo. 


193. California Redwood—at its best 
and under California Redwood As- 
sociation grading and drying super- 
vision. For descriptive or technical 
literature write to: Union Lumber 
Company, 228 North LaSalle St., 
Chicago 1, Illinois. 


195. Baked Finish Wallboard Panels. 
Five new color folders showing use 
of Wallace Wallboard Products. Two 
folders show Wal-lite, two folders 
cover Satin-lite line and one folder 
describes Grani-lite. Each describes 
uses in kitchens, bathrooms, utility, 
recreation, etc. Also excellent for 
commercial installations. Complete 
information on _ request. Wallace 
Manufacturing Co., 10th and Fayette, 
North Kansas City, Mo. 


197. Fabric Necessities and Special- 
ties—A complete line of Nail and 
Work Aprons, Traffic Flags, Painters’ 
Drop Cloths, etc., in fabric, plastic 
and fiber are economically priced in 
folder being mailed on request by 
Bone-Crow Company, Fabric Di- 
Snowy 214-216 North 6th St., Waco, 
exas, 


199. Building Papers. Handy sample 
swatch book shows complete line of 
Leatherback Building Papers. Also 
will enclose bulletin on Federal 
Specification for Building Papers 
and the Type and Class each Leather- 
back Product meets. Protective 
Papers, Inc., Union, Illinois. 


201. Laminated Paneling. Two new 
booklets describe Novoply low-cost 
wall paneling made of laminated 
wood chips and Micarta high-pres- 
sure plastic laminate panels. The 
Micarta booklet is in full color to 
show photographs ef many uses of 
this versatile material. United States 
Plywood Corp., 55 West 44th Street, 
New York, N. Y. 


271. Drywall Construction. Folders 
showing tape bonded to metal corner 
beads and jamb reveal trim. Also a 
booklet describing characteristics and 
best application method of gypsum 
wallboard. Chart for estimating wall- 
board requirements is_ included. 
BeadeX Sales, Inc., 4615 Eighth Ave.., 
N. W., Seattle 7, Washington. 


273. Weatherstripped Jalousies. New 
four page brochure describes the 
completely Vinyl Weatherstripped 
Denison Jalousie for windows and 
doors. It also points up the perfec- 
tion of the jalousie as a revolutionary 
new prime window, for all climates, 
when fitted with storm sash inter- 
changeable with recessed screen. 
Distinctive features of the Denison 
jalousie are shown. Denison Corpo- 
ration, 1890 N. E. 146th Street, N. 
Miami, Florida. 
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ALUMINUM 


NICHOLS 


ALUMINUM 
NAILS 


RUST-PROOF 
STREAK-PROOF 


ELIMINATE 
PREMATURE 


PAINTING re} 
Insulated Siding Nail 
—| 


Sypsum Lath Naij 


Asbestos Shingle Nail 


FHA APPROVED 


ETCHED FOR 
GREATER 
HOLDING POWER 


ELIMINATE 
COUNTERSINKING 
AND 
PUTTYING 





Toor” —-NICHOLS WIRE & ALUMINUM CO. 


DAVENPORT, IOWA 
orld's Largest Manufacturer of Aluminum Nails 





handi-rolls 


for the home owner...a 
building paper for every 
need in convenient carry- 
out size rolls . . . 100 
square feet—36” wide. 


Leatherback 
ALL-PURPOSE Handi-Roll 


asphalt saturated, water 

resistant breather type 

sheathing paper. For such 

uses as under siding on 

frame constructed walls . . . between floors 
. under floor covering . . . temporary ex- 

terior protection . . . and mulching paper 

for gardens. 


Leatherback RED ROSIN Handi-Roll 


non-staining, rosin-sized paper. For such 
uses as throw-away drop cloth to protect 
floors, floor coverings and furniture while 
painting, decorating, remodeling and repair- 
ing ... temporary runner . . . wrapping 

and packaging . . . and picnic table cloth. 


Leatherback STORM BLANKET Handi-Roll 


reflective insulation and vapor barrier . 

pure aluminum foil. For such uses as insulation 
in side walls, ceilings, floors and between 
attic rafters for warmth in winter and coolness 
in summer. Use behind radiators to reflect 
heat. Gift packaging . . . decorative uses. 


Leatherback REINFORCED Handi-Roll 


waterproof, weatherproof 1” x 1” glass 
mesh. Outdoor protection for farm equip- 
ment, lawn furniture, boats, or anything 

to be stored outside. Winter wind break for 
screen doors. Concrete curing. Water- 
proof wrapping. 


Packaged 12 rolls of each kind per carton for 
self-selling store display. Available now. Here's 
your chance to expand building paper sales 
through customers everywhere. Contact your dis- 
tributor . . . or write direct to us. 


Protective Papers, Inc. 


General Office and Plant @ UNION, ILLINOIS 
Leatherback ... The Complete Line of Building Papers 


Branch Office 
and Plant- 
HOLLISTER 

CALIFORNIA 
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NOW IN B Ty 
Dur-Abrite Finish 
AT NO EXTRA COST 





Sealed-in Brightness That 
Stays New-Looking Longer, and 


WILL NOT RUB OFF BLACK 


New Dur-Abrite Finish gives brightly polished Chromedge 
extrusions a tougher finish that does not oxidize, discolor, 
tarnish, or rub off black. There’s added sales appeal in the 
gleaming beauty of this new kind of dright finish. It means 
more profit for you because you pay nothing extra for the added 
sales-appeal and increased value of Dur-Abrite Finish on 
Chromedge Metal Trims. Your customers will be delighted - 
and they'll stay delighted. 

Among the many Chromedge Metal Trims available in the 
new Dur-Abrite Finish at no extra cost are the popular numbers 
shown at right. For complete information on Dur-Abrite 
Finish call or write your Chromedge distributor today. 


WIPES CLEAN ...NO BLACK RUB-OFF 


The B.F meta: Co., columbus 16, Ohio 
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THIS IS WHAT YOU ARE SELLING! And this is exactly what 
home and building owners throughout the South and 
Great Southwest are buying —long term insurance for 
peace-of-mind, freedom from worry, protection against 
serious loss or damage by weather, wind and fire. 


VIVIVIVIVIS 


NY AAD 


1 7\ 


YAMIN 


FROM THE GROUND UP As one of the world’s largest pro- 
ducers of asphalt —Texaco can and does select from 
the finest petroleum crudes, the exact right grades for 
specific roofing uses. Result: 992% pure asphalt goes 
into Texaco asphalt roofing products. 














| | Texaco 
j Sw caesar 


heer coaTinG | 


iim es 


FOR EVERY ESSENTIAL ROOFING NEED — there is a high qual- 
ity Texaco asphalt roofing product: individual, strip 
and interlocking shingles, smooth and mineral surfaced 
roll roofings, roll sidings, coatings and cements, asphalt 
saturated felt, and solid roofing asphalt for built-up 
roof construction. 


nah OG RS, Be ed REBELS Ree WES: 


sat Sy 


. = 
es 
es 











EVERY STEP IS GUARDED From production and refining of 
the basic raw material through manufacturing skill 
and experience, to marketing and distribution... 
Texaco guards every step to insure uniformly high 
quality Texaco asphalt roofing products delivered to 
you and the user. 


... the name that millions 


Asphalt 
fing Products 


Roo ANY 


THE TEXAS comP. 


know and trust 


MEMBER OF THE ASPHALT ROOFING INDUSTRY BUREAU 
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any handling job 


in your yard costs less 
TL 


ROSS 10 


AND THESE ATTACHMENTS! 


POWER SLOPE PILER 


Piles lumber on an angle to shed 
water and minimize degrading of 
lumber. Powered by double-acting hy- 
draulic cylinder. Controlled from 
driver's seat. 


Few fork trucks will give you such cost-cutting 
performance the year around as Series 10. The 
Ross balanced-weight principle and big pneu- 
matic tires enable Series 10 to keep operations 
clicking smoothly ... rain or shine, summer or 
winter. Series 10 is full-hydraulic, gasoline 
powered. Three models. . . 8,000 Ibs., 10,000 
Ibs. and:12,000 Ibs. With Series 10 and these 
engineered-to-the-truck attachments you can 
handle practically any job in your yard... at 
a big saving. 


HYDRAULIC WINCH 


Enables fork truck to pull dry kilns, 
© spot cars, skid heavy loads. Mounts 
“> on counterweight. Controlled from 

driver’s seat. Line pulls to 6000 Ibs. 

available. Furnished without cable. 





TRAVERSE CARRIAGE 


With a minimum of maneuvering, 
truck driver can place loads flush with 
other loads and walls. Saves time, per- 
mits full utilization of storage space. 
Hydraulic-powered. Forks individu- 
ally adjustable for spacing. 


BOOMS 


Permit fork truck to unload open-top 
cars and trucks, handle bulky, awk- 
ward items that cannot be handled 
with regular forks. Three types avail- 
able. Quickly interchangeable with 
regular forks. 





FORK EXTENSIONS 

Fit over regular forks and permit 
handling of bulky, light loads. Avail- 
able in lengths to suit requirements. 
Easily attached and detached. Hollow 
construction permits regular forks to 
be inserted by simply laying exten- 
sions on ground or floor and driving 
lift truck forward. 





ROSS CARRIERS 


For fast, low-cost handling 





SCOOPS 


Speed handling of coal, gravel, sand 
and other bulk materials . . . also 
snow removal. Two types... mechan- 
ical, 2 cu. yds. and hydraulic, 24% cu. 
yds. Quickly interchangeable with 
regular forks. 


ROSS CARRIER LINE Industrial Truck Division 
CLARK EQUIPMENT CO., Benton Harbor 138, Mich. 


SEND DETAILS ON SERIES 10 FORK TRUCK AND ITS 


of long, bulky loads. Ca- THIS 
pacities from 10,000 to 

30,000 lbs., speeds up to 56 FOR Name Title 
mph. Consider the savings ; 
of transporting materials di- Company- 
rect to yards or job-sites, FULL 


without having to load and DETAILS 


unload highway trailers. 


ATTACHMENTS 








Street___ 





City— State 
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Chey FA Z. (E PASSES A.S.T.M. 


ACID TESTS WITH FLYING COLORS 


is A.S.T.M. acid-resistance tests, specimens are 
immersed in heated acid solutions for a period 
of 48 hours. Vitrified Clay Pipe — made by 
OCONEE—Fully meets this rigorous test. 


Clay Pipe’s matchless acid-resistance, plus the 
great strength and durability it attains when 
vitrified at temperatures exceeding 2,000 de- 
grees, far exceeds requirements of engineers 
everywhere for a non-corrosive, non-rusting, 
non-deteriorating sewerage and drainage mate- 
rial, That’s why America’s forward-looking 
companies build for the future with Vitrified 
Clay. IT NEVER WEARS OUT! 





Write... Phone. . 


OCONEE 


Clay Products Company 
Milledgeville, Georgia 





REMEMBER, WHEN YOU 
WANT CLAY PIPE 


SPECIFY IT 
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Johns-Manville 


ASBESTOS SHINGLES 


The J-M American Colonial Shingle gives you a 
permanent type of roof, economically priced, 
that will add character and distinction to any home! 


HESE Johns-Manville Asbestos 

Shingles have the same rich 
graining as weathered wood shin- 
gles,cast thesame interesting shadow 
line. You have a choice of beautiful 
colors and blends. 

Made of asbestos and cement 
they are as permanent asstone. They 
give lasting protection against fire, 
and weather. 


JOHNS MANVILLE 


In most areas the applied cost of an 
American Colonial roof is lower than 
any other permanent type roof 
the homeowner can buy. 


y gy y 


For full details and a free brochure 
showing the full color range of 
American Colonial Shingles write 
Johns-Manville, Box 60, New York 
16, New York. 


JM Johns-Manville 


PRODUCTS 


EASY TO APPL 


Each shingle is designed as a 
rigid asbestos-cement strip— 
covers as much area as or- 
dinary strip shingles 





The shingles are self-aligning 
on the roof. This saves time— 
speeds application. Large size 
means fewer pieces to handle. 
Only 4 nails to each unit. 
Nail holes are pre-punched 











SS 





The finished roof has the 
pleasing horizontal shadow 
lines and deep-grained texture 
desired by so many home- 
owners. Matching shingles 
furnished for hips and ridges 
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of the buildings 


says Mr. Joel D. Roberts 
of J. P. ROBERTS and SONS, 
CONTRACTORS 


“That’s why we choose tertiata MASONRY CEMENT” 


You hear it often these days. Better construc- 
tion demands better masonry cement... 
Cumberland Masonry Cement. You see, mor- 
tar made with Cumberland has a pleasing 
light color that can be depended upon to 





stay bright and beautiful for years. 

And that’s not all. Mr. Roberts goes on to 
say, “Our bricklayers prefer to use mortar 
made with Cumberland as il 
it is easy on their wrists 
because of its workability.” 

Any way you look at it, 
you get better results with 
Cumberland Masonry 
Cement. Try it on your next 
job and see the difference. ae aa ama : 

Boys Dormitory, Lemley Hall Addition, The Berry School, Rome, Georgia; J. P. Roberts and Sons, 


Rome, Georgia, Contractors; Cooper, Bond & Cooper, Inc., Atlanta, Georgia, Architects; O'Neill 
Manufacturing Company, Rome, Georgia, Masonry Cement Dealer. 


nner 


PORTLAND CEMENT COMPANY 


2. 


Chattanooga Bank Building « « Ch ga 2, T 
Wigh Early Strength — hin Entraining Wasoury 


Any quantity of Cumberland Masonry Cement will be shipped in mixed carloads with other types of Cumberland Cement. 
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‘give em what: 
‘theyre asking for.. 


- 


Working Walls of 


> 
Masonite Peg-Board” Panels | , , > 


PO ee lg 
ne Be sical 


> 
39 37" 


2 


...with the changeable metal hangers 


>? 
that lock on without tools » »? ” 
> > 





e A new volume and profit builder from Masonite Corporation! 

@ A “natural” for homes, offices, stores and factories. 

e Already pre-sold by nation-wide publicity, advertising and 
word-of-mouth testimony. 

@ Spearheaded by the popular “‘Hook-Rack”...a completely 
packaged ‘‘over-the-counter”’ item (see below). 














Child's room 


Man, what an opportunity for big sales! Developed for you by 
national advertising in consumer magazines... by advertising 
to architects, contractors and builders in the magazines these 
AE people read. 
Garages OS Masonite Peg-Board panels and fixtures offer basic benefits 
:: that appeal to ail your customers. All the advantages of all- 
wood tempered hardboard plus clean-cut perforation 1” apart. 
Plus a variety of metal hangers that lock on or slip off in a jiffy! 
Get the cream of this business now! Get in touch with your 
Masonite representative for the whole story about prices, 
Kitchens balanced assortments, sales aids, and profit opportunities. 
Remember, your customers are looking for Masonite Peg- 
Board panels and fixtures. 



































Everybody needs a “‘Hook-Rack” 

Paves the way for bigger sales of Peg-Board 

panels. Complete with 24 hooks and 4 

handy clips for paper, etc., 20” x 23”. Flat 

f ¥ : _ white finish, paintable. Mounting hardware 

Workshops i eck included. 12 to carton. Attractively pack- 
; aged for over-the-counter sales. 

















—and many other places 
better hardboards for better profits 


A SIZE AND TYPE FOR EVERY NEED! ® 
Smooth surfaces in 4” and 44” thicknesses. 
Patterned surfaces in 4%” thickness. Widths 
of 2’ and 4’ with lengths up to 8’. COR PORATION 

Dept. SBS-11, Box 777, Chicago 90, Ill. 


*'Peg-Board" Reg. T. M. U. S. Pat. Off., B. B. Butler Mfg. Co., inc, “Masonit fies that Masonite Corporation is the source of the produc? 
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...is a powerful selling force 


Inside this can is the “plus” ingredient of skill. It has 
assured consistent high quality for Lowe Brothers 
Paints year after year. The natural result of consumer 
acceptance has helped build one of the nation’s great- 
est dealer organizations. 

Behind this can is a tremendous selling 
force, in the form of great advertising and mer- 
chandising programs. This backing has made 
the Lowe Brothers proposition outstanding in 
the industry, for it has provided dealers with 
the kind of pre-proved support that pulls peo- 
ple into the store... to buy! The result— 
steadily increasing sales volume for Lowe 
Brothers dealers year after year! 

You have everything to gain and nothing 
to lose by checking into the many extra bene- 


fits of a Lowe Brothers agency. Our files of actual 
dealer histories are open for your inspection. Get the 
facts — write or wire today! 


The Lowe Brothers Company « Dayton 2, Ohio 


UM OIL TAY 
PAINTS * VARNISHES 
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If you’re in business for this... 


it pays to tie in with this 


The brand name that makes the most 
sense to the customer usually makes the 
most money for the dealer. That’s why a 
growing number of money-wise dealers 
are stocking the complete Barrett building 
materials line... and taking full advan- 
tage of Barrett’s great all-around promo- 
tion program. 


You rate high asa source of building mate- 
rials when you sell the high quality and 
highly acceptable Barrett line. Unusually 
varied and practical, it includes: asp} 

roofing shingles ... mineral surfaced as- 
phalt roofings (in rolls)...rock wool insu- 
lation ... insulated sidings . . . smooth- 
surfaced asphalt roofings (in rolls)... 
mineral surfaced sidings (in rolls)... wood 


* 


preservatives ... sheathings and building 
papers...roof cements and coatings... 
protective bituminous-base paints... 
damp-proof coatings...tarred and asphalt 
felts... waterproofings, etc. 


We push hard to give you the greatest 
dealer support in the industry. Full-color 
window and counter displays ...3-dimen- 
sional natural color picture selling kits... 
mats and electros for local ads... samples 

. mailing pieces ... outdoor signs... . 
national advertising —to mention just a 
few of Barrett’s profit-building sales aids. 
Now is the time to let Barrett help you 


set up your business for a greater profit 
potential. Get in touch with us TODAY! 


BARRETT DIVISION 








Ae 


hemical) 40 RECTOR STREET, NEW YORK6, N.Y. 


ALLIED CHEMICAL & DYE CORPORATION 








205 W. Wacker Drive, Chicago 6, Ill. 
36th St. & Grays Ferry Ave., Philadelphia 46, Pa. 


1327 Erie St., Birmingham 8, Ala. 


*Reg. U. S. Pat. Of. 
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ATTRACTIVE 





THRIF-T 


on ee 


WOOD AWNING WINDOW UNIT 
With All-Aluminum Inside Screen 


That's why the 


jut ee 














WINDOW 


has become a big 
Sales Leader 











E-Z-VENT wood awning windows please the pocket- 

book by being easy and economical to install. They 

There are MANY MORE please the eye by being smart and handsome INSIDE 

Reasons for E-Z-VENT'S Popularity and OUT. They offer every desirable feature and min- 


imum effort for opening, closing or cleaning. YOUR 
EASY AVAILABLE SAFE C AT f Vv ‘ 
~ to CLEAN te NIGHT- ustomers will go for E-Z-VENT — at a profit for you. 


from SINGLES TIME 
TWINS, LATION® PACKED WITH VALUE 


TRIPLES, E-Z-VENTS Fit Every Standard Wall — Sash 134” 
KEEPS QUAD- thick, glazed plain glass bedded in putty or open for 


RAIN : 
OUT — Twindow or Thermopane — Ponderosa Pine, toxic and 
= RIBBON water repellent treated — Hardware aluminum, oper- 


IN UNITS ating arms steel, no cross arm—No exposed hardware 


*Bottom sash can be opened slightly; = = on outside when sash are closed — Screen, aluminum. 
while the upper sash remain closed. 











Write for Name of Nearest Jobber — Complete Information on Request 


ROACH & MUSSER COMPANY 


MUSCATINE, IOWA 


Manufacturers of Thrif-T Woodwork for the Home 
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THESE WIZARDS WITH WOOD 
Are Practical Gents 
They Conjure up Dollars 
For Dealers with sense 


Largest Selling Wood Glue 


WELDWooD 
_RESIN G LUE 


; For making things 
CMELDWORE | mend Well 
PLASTIC RESIN GLUE ae we 

jah wait wood Glue—for all 
wood -to- wood 
a bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners. contractors, carpenters! In 
self-selling display cartons! 10c, 15e, 
35c, 65c, 95c; 5 Ibs.. 10 Ibs., 25 Ibs. 
e 


Blond or pickled effects call for 


wre FIRZITE® 


For magical woodsy 
effects on hardwood 
, or soft, plywood or 
solid lumber. For 
light pastel tones, 
tint with Colors-in- 
Oil. For soft wood 
and fir plywood 
paint jobs, WHITE 
Firzite as an undercoat, helps prevent 
grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
mend CLEAR Firzite, to tame wild, 
unsightly grain.) 
e 
Big demand for natural wood finishes, sells 


The big modern style 

trend is for light 

natural wood fin- 

ishes — on furniture, 

wood panelling and 

woodwork. When 

customers ask you 

what to use, you'll 

make friends by re- 

commending SATINLAC, It brings 

out and preserves the natural grain 

and color-hbeauty of any plywood or 

solid wood. Water-clear Satinlac 

avoids that “built-up” look. Easy to 

brush or spray; dries “dust-free” in 

20 minutes, ready for next coat in 3 
or 4 hours. 

In pints, quarts, gallons. drums. 












































wecowag? 


Prastic nesin Gtvt 


Today...with so many amateurs and semi-pros making things and 
mending things...they’ll thank you to suggest Firzite, Satinlac and 
Weldwood Glue. Easy to use...widely advertised in the Saturday 
Evening Post and 29 other publications, these 3 Wizards with Wood 
are showing very nice profits, indeed, for dealers who feature and 


recommend them. 


UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 
and U. S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Branches in Principal Cities — Distributing Units in Chief Trading Areas 
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We Put Extra Value into PALCO 


Architectural 
(Quality Redwood 


—YET IT COSTS YOU NO MORE 


PALCO Redwood is tops 
Basically, the price of Redwood lumber—like everything else is Wah neque 
determined by costs—and Palco Redwood with its extra Premium 
of high uniformity and quality is produced by the most modern 
methods and equipment in the industry. The extra quality value Vf \ow Swelling and Shrinkage 
of Palco Architectural Redwood is provided at no extra premium 
in price due to manufacturing savings and economies in our 
modernly equipped mills. So when you specify Palco Certified W Greatest Durability 
Dry Redwood you are assured of extra value at no extra cost. 


W High Dimensional Stability 
Y Finest Paint Retention 


V Good Workability 


Y Glue-holding Ability 


THE PACIFIC LUMBER COMPANY 


The best in Redwood — Since 1869 


Mills at Scotia, California 


100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 








MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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DEALERS WHO INSIST that advertising pay off 
in a hurry might do well to try using radio some- 
what like the president of the Southwestern Lum- 
bermen’s Assn. does. Like most lumber dealers, 
Fred Stephenson, of Chickasha, sells well-known 
brands of materials. 

Noting that some of them were being introduc- 
ed and pushed on network television shows by 
the manufacturers, this Oklahoma dealer found 
out the schedule for such advertising. Then he 
had radio spots prepared for his radio newscast 
program that tied in strongly, announcing his 
firm as the local dealer in such wares. The re- 
sults? A big demand for, and upturn in the sale 
of, these advertised products! 


IN THE NEWSPAPERS —particularly dailies— 
dealers can capitalize on a similar approach. Many 
daily newspapers publish feature material in the 
Sunday magazine or on a week-day page concern- 
ing home plans, improvements, and repairs. A 
dealer who wants to boost his sales should check 
with the editors, find out what improvements or 
plans are to be feature topics on a certain day, 
and then place ads that bid for the business for 
which these features create a demand. 

For example, if the feature subject is closets or 
more storage space, advertise plywood and hard- 
ware and offer free help in planning or figuring 
out such improvements. 


THE SOUTHEAST Building Material Show 
and Dealer Management Forum has come and 
gone for 1953. What the attendance lacked in 
quantity it fully made up in quality and, consider- 
ing it being a new regional venture, it was worth- 
while. Officials of the co-sponsoring Florida, 
Georgia, and Tennessee dealer associations and 
many of the exhibitors agree in these conclusions. 

Dealers and manufacturers who have been to 
dealer meetings across the nation—long-estab- 
lished and much larger gatherings—concur that 
the interest in and the usefulness of the forum 
sessions have seldom, if ever, been surpassed. All 
of which leads the show association directors to 
look favorably on the prospects of another region- 
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al dealer convention. The idea will be explored 
and a decision made at a meeting of the sponsors 
in Atlanta on December 2. 


HALF THE GRIPES that prevail among and 
between the dealers and suppliers in most mar- 
kets today soon could be eliminated or avoided 
through the activation of a Hoo-Hoo Club. 

This international fraternity for lumbermen 
offers the key to understanding and cooperation 
among the wood products producers and dis- 
pensers in an area. It permits retailers, whole- 
salers, manufacturers, and others concerned with 
wood products to come together for friendship, 
educational, and promotional sessions. Full de- 
tails are free from Secretary B. F. Springer, 404 
E. Wisconsin Avenue, Milwaukee 2, Wis. 


“TWO FOR FREE — if we miss a button!” 
That’s the intriguing text of a circular that our 
laundry has placed in each bundle of clean shirts 
picked up during the last few weeks. The further 
explanation: 

“Yes, if we return a shirt with a button miss- 
ing, we'll launder FREE that shirt plus one more!” 

We haven’t received a shirt without a button 
yet, but we are comforted by this offer and it 
makes us feel like we’re doing business with good 
folks. A smart lumber dealer (not to mention 
other merchants) could get some attention and, 
probably, more lumber orders with a similar of- 
fer: 

“TWO FOR FREE if you find a piece of unac- 
ceptable, upgraded lumber in this delivery.” 


WHEN AN OFFICIAL of our church retired 
from long, uncommonly satisfactory service not 
long ago, it was our privilege to help frame a 
resolution of appreciation. In expressing his grati- 


tude for it, he enthusiastically referred to the 


great truth that a person would rather receive 
bouquets while he can still smell the flowers. 
Having just attended the flower-covered funerals 
of two elderly aunts, it was easy for us to agree. 


Then we recalled to mind this unusual note at 
the end of the announcement of the death of a 
Houston building material official. This man had 
died in his prime, at the age of 42, from cancer. 
The note: “The family requests that flowers be 
omitted and contributions sent to the American 
Cancer Society.” 

This is a more human and intelligent attitude 
about “flowers for the dead.” We understand the 
Taft family took the same attitude when the great 
senator, Robert H. Taft, succumbed to cancer. 

Not all families would want contributions made 
to cancer, but there are dozens of worthy causes 
and projects of concern to most men that could 
omit the wonderful “odor of sweet flowers” in a 


similar manner. _DONALD L. MOORE 
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Marlite Plank and 


EXCLUSIVE TONGUE AND GROOVE JOINT ELIMINATES MOULDINGS AND ADHESIVE 


Yes, it’s easy to sell new Marlite Plank and Block! You offer your customers 
new ease of installation, new beauty, new economy—and the same high quality 
for which Marlite has always been famous. 
Easy installation. The exclusive new tongue and groove joint fastened with concealed 
nails or clips makes installation simple in any room, for carpenter or homeowner. 


Handy carry-out sizes. Planks are 16” x 8’, Blocks are 16” square. 
In cartons for convenient handling. 


Beautiful new colors. The outstanding new line of ten new “companion colors” 
styled by Raymond Loewy Associates is sure to please every customer. 
Available, too, in four wood patterns. 


Baked Marlite finish. Marlite Planks and Blocks have the same durable, easy-to-clean 
Marlite finish used on all other Marlite panels. 


See your Marlite salesman or write today for complete information 

on these new Marlite products. A sales-making program is already under way 
for Marlite dealers, providing effective new sales aids—backing you with an 
intensive advertising program reaching your Marlite prospects. Marsh Wall 
Products, Inc., Dept. 1197, Dover, Ohio. Subsidiary of Masonite Corporation. 


Marlite 


PREFINISHED 


WALL and CEILING PANELS 


MARLITE PLANK & BLOCK PATENT APPLIED FOR 
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How we get more ‘packaged home’ jobs through a 


HOME-PLANNING CENTER 


IN DESIGNING our new retail 
store we particularly had in mind 
provision for a complete home- 
planning service for the prospec- 
tive home-owner, regardless of the 
circumstances under which the 
prospect wished to acquire his new 
home. That is why we made our 
new Planning Department one of 
the largest and most conspicuous 
in the new store. 

Although we are developers and 
homebuilders ourselves, through 
an affiliate corporation, the pri- 
mary purpose of this planning 
service is to sell building materials 
—regardless of the plan of build- 
ing finally selected by the cus- 
tomer. We don’t care who builds 
the home the customer selects, so 
long as we are able—through this 
assistance, to sell the materials 
that go into the construction of a 
home. 

Through the departmentizing of 
our new store and the display of 
most popular materials “in use” 
in our showrooms, we strive to 


By TOM W. LANKFORD, Secretary 


Selby-Lankford and Ewing Lumber Co. 


Corpus Christi, Texas 


measure up to our slogan—‘The 
Builders Department Store.” But 
we not only cater to consumers of 
new construction; we also bid 
the orders of home-owners, ho 
handymen, and hobbyists. 

We keep our displays clean and 
varied to speed impulse sales and 
related selling among all callers in 
our store. This has resulted in a 
healthy pick-up in our floor traffic 
and “take home” business. 

We have made our 
building programs elastic enough 
that once a prospect becomes 
genuinely interested, we gener 
can provide a plan that meets 
wishes and needs. 

We will sell the prospect a 


hl 
1] 


over-a 
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in our subdivision or help plan a 
house on the customer’s lot. We 
will provide house-plans ourselves 
or we will assist the customer in 
revising stock plans to meet his 
specific needs. Then we will fur- 
nish the materials and build a 
turn-key home—or help with the 
contracting to any degree the cus- 
tomer wishes. 

An important part of our Plan- 
ning Department is helping cus- 
tomers in designing or selecting 
plans for additions to homes, for 
remodeling jobs on old homes, for 
garages, patios and even barbecue 
pits. 

There is no home construction 
or repair job that can not be served 
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through our Planning Department. 

Although we had been in the 
building supply business _ since 
1947, we had not made any con- 
certed effort to obtain the business 
of individual homebuilders and 
home-owners who want repairs 
and remodeling, until we occupied 
our new store. This added over 
3,500 square feet of space for dis- 
play and sales facilities. 

Previously, our appeal had been 
largely to contractors and devel- 
opers — the mass homebuilding 
market. The expansion has given 
us an opportunity to appeal di- 
rectly to the individual and thus 
greatly widen our building ma- 
terial market. 

Our Planning Department is the 
central magnet through which we 
draw this new and profitable type 
of business. 

This department was designed 
primarily with the woman prospect 
in mind, because we find that 
women are becoming more and 
more important in the sale of 
building materials. On several oc- 
casions, we have sold a home in 
which the wife handled the entire 
transaction—from the selection of 
the plan right through to final ac- 
ceptance of the turn-key job. 

Our management set-up is gear- 
ed to eliminate lost motion and to 
serve the prospective home-owner 
with the utmost speed and effi- 
ciency. It is my job to help plan 
the home and sell the materials. 

Adjoining my office, directly 
back of the Planning Department, 
is the office of Elton Ewing, vice- 


HY 


PERSONALIZED service, with 
thorough follow-through, is the 
Selby - Lankford and Ewing 
way in Texas to more profits 
from satisfied new home-owners. 
After helping a customer to 
select a home floor plan, Tom 
Lankford guides her selection 
of siding from Planning Center 
displays. Then, interior wall 
finishes are selected, above. 
With the plan finally decided 
upon and the customer enthu- 
siastic about the packaged home 
service, the customer consults 
with Elton Ewing about mort- 
gage arrangements, at right. 
The customer (front cover) 
checks the homebuilding prog- 
ress with Troy Selby, con- 
struction specialist. Finally, be- 
low, a happy family settles 
down in a handsome new home! 


HLL 





president and finance specialist. As 
soon as a customer has selected the 
house plans and determined the 
materials to be used, he or she sees 
Ewing, who works out a program 
of financing the new home. He has 
specialized in this type of work for 
a long time and, of course, is 
familiar with all the available 
financing programs and _ recom- 
mends the one best suited to the 
prospect’s needs. He not only helps 
to select the proper financing pro- 
gram but follows through to com- 
pletion of all necessary papers. 
Troy Selby, president, is our 
construction specialist. He not only 
has charge of development and 
actual construction of all our own 
homebuilding but works with out- 
side contractors and the customer 
to see that the customer’s home is 
built according to plan and that 
(See PLANNING CENTER page 72) 
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14 ways a dealer improved 


PUBLIC RELATIONS 


FOURTEEN WAYS the manage- 
ment and personnel of the Renuart 
Lumber Yards, Inc., Coral Gables, 
enhanced their public relations 
were outlined in that firm’s entry 
in the 1953 Public Relations Con- 
test of the National Retail Lumber 
Dealers Association. The entry won 
for Renuart the Florida state award 
for outstanding achievement in 
public relations. 

Foremost in the list of activities 
by Renuart was the opening of this 
dealer’s two main yards and mills 
on November 14, 1952, to three dif- 
ferent tours by 67 teachers of the 
county public school system. This 
was in celebration of “Business- 
Education Day.” 

Explained P. R. Taylor, director 
of personnel and public relations 
for Renuart Lumber Yards, Inc., 
“we told them about the lumber 
business; showed them our opera- 
tional set-up; discussed with them 
how we pay taxes and provide jobs 
for nearly 200 people; how busi- 
ness contributes to the economic 
life of the community. We served 
them with refreshments and con- 
ducted a popular question-and- 
answer period.” 

On January 24, this firm donated 
27 pints of blood to the armed 
forces from the blood bank main- 
tained by employees for their own 
use. 

Hurricane and street maps were 


distributed to local residents in 
Coral Gables. 

Over 5,000 bridge tally cards 
were supplied during the year to 
fraternal, religious, and _ school 
organizations. 

Renuart provided clipboards to 
Coral Gables policemen for use in 
making out their daily reports to 
the police department. 

Over 800 Christmas trees were 
donated to local churches and 
hospitals by Renuart last Christ- 
mas in connection with “open 
house” at the two main yards on 
December 20. 

Renuart displayed its own mill- 
work products in the Greater Mi- 
ami Manufacturers Exposition at a 
local auditorium last March 

In recognition of his outstanding 
service in human relations, Presi- 
dent Denis V. Renuart was pre- 
sented one of three awards made 
annually by the Florida Chapter 
of the National Conference for 
Christians and Jews. Renuart re- 
ceived that for the Catholic: other 
awards went to a Protestant and 
to a Jew. 

A former president of Optimist 
International, Vice-President Lu- 
cien L. Renuart served as the field 
commissioner, organizing and in- 
stalling new Optimist Clubs in the 
Southeast. 

Renuart officials and employees 


served as directors of the following 


SOUTHERN BUILDING SUPPLIES for NOVEMBER, 1953 


ADMIRING the certificate won 
by the Renuart Lumber Yards, 
Inc., of Miami, in the 1953 Pub- 
lic Relations Contest of the 
National Retail Lumber Deal- 
ers Assn., at left are Charles 
W. Martin, Mrs. Marie Bennett, 
and Lucien L. Renuart. Mrs. 
Bennett, secretary, presented 
the certificate to Renuart at a 
district meeting of the Florida 
Lumber and Millwork Assn. in 
Miami on September 9. Martin 
is the group’s Miami district 
director. 


civic, industrial, and government 
bodies: Florida State Welfare 
Board, Florida Chapter of NCCJ, 
Coral Gables Chamber of Com- 
merce, Greater Miami Manufac- 
turers Assn., Lions International, 
and Optimist International. 

Renuart entered a float in the 
Junior Orange Bowl] Parade for 
children in Coral Gables on De- 
cember 30. 

Special mahogany plaques were 
made in the Renuart mill and do- 
nated for presentation by the Uni- 
versity of Miami Ring Theater. 


Tips on 
Selling Toys 


BY MAKING some changes in his 
merchandising methods, a South- 
ern lumber dealer who took a loss 
on his toy selling in 1951 by having 
a large carry-over, last year made 
a good profit with almost no carry- 
over. 

“Toy profits are made or lost in 
the buying,” this dealer said. “If 
you have bought the wrong selec- 
tion of toys, not even a miracle will 
help you out.” 

In stocking up for his first year 
of toy business, this dealer report- 
ed, he bought good stocks of what 
might be called standard Christmas 
merchandise — dolls; wagons; tri- 
cvcles; soldiers and sailors; metal, 
plastic, and wood motion and still 
toys, mostly inexpensive items. 

While there were some daily 


AD) 


(See SELLING TOYS page 72) 
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For fast modernization, sell em profitable 


‘Man-Formed’ 


Stone 


By HELEN G. MATTHEWS 


THE POPULARITY of stone’s rich 
beauty and the high labor costs 
for applying stone for complete 
re-siding jobs combine to create a 
natural market for the several 
“‘man-formed” stone products now 
on the market. 

These are handled on a franchise 
basis, with many parts of the na- 
tion open for dealers who are seek- 
ing a new source of profits. 

The various brands of products 
are applied in different ways. But 
they all have in common a quality 
that is important to emphasize to 
prospective customers: they are 
not “imitation stone” but actually 
contain crushed stone that pro- 
vides the variegated coloring. 

Other selling points common to 
all brands are the insulation value, 
freedom from further maintenance, 
and ease with which they are ap- 





plied for remodeling purposes. 
They go on over any exterior sid- 
ing, such as clapboard, wood shin- 
gles, brick, stucco, and cinder and 
concrete block. 

One method of achieving the 
natural stone effect is with pre-cast 
pieces applied like tile. An ad- 
vantage of this method is that the 
tile can be applied throughout 
the year, whereas some methods 
are more dependent upon good 
weather. 

Another manufacturer’s product 
is formed in molds as it is applied. 
An insulating asphalt felt is first 
applied to the existing siding. 
Metal lath goes on next, followed 
by two coats of cement, scratched 
to form a rough surface for better 
adhesion to the “stones.” 

Various colors of crushed stone 
provide nine different tints for use 


in forming the stones. Supplied in 
dry-mix form, the basic stone- 
forming material and the tinting 
material are moistened and mixed 
separately. Two shades of coloring 
material are placed in each indi- 
vidual stone form, before it is filled 
to slightly overflowing with the 
other mortar mixture. The colors 
“run” together to create a natural, 
marbleized pattern. 

The mixture adheres to the 
scratch coat of cement as soon as 
the form is placed against the wall, 
and the form is removed to leave 
a single “stone.” The mixture that 
overflowed in between stones is 
tooled out to leave a deep joint. 
This gives a more realistic stone 
appearance. 

With this system of application, 
each man in the crew has a sep- 
arate job to perform. It takes about 
a week to re-side an average home. 

This man-formed stone type has 

(See FORMED STONE page 74) 


THIS MEDIUM- SIZE home, 
typical of the complete re- 
siding jobs that make up half 
the man-formed stone market, 
was covered with Cast-O-Stone 
in five days. This and. similar 
products also are increasing in 
popularity for outside trim and 
inside walls for game rooms, 
dens, foyers, and for other in- 
side decoration. The home in 
the photo at upper right illus- 
trates attractive use of formed 
stone in a smaller quantity to 
give individuality to a small 
home. 
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“Strictly Wholesale!” 


—that’s what dealers 
say about this firm 


“YOU CAN BET your boots, you'll 
never find them selling directly to 
contractors, builders, or home- 
owners!” 
“They sell wholesale only — 
we’ve never found them by-pass- 
ing the dealer in any way.” 
These are typical testimonies of 
retail lumber and building ma- 
terial dealers in middle Tennessee 
concerning the distribution policies 
of the Dealers Supply Company of 
ae, Sak ey Oe Ota THE DEALERS Supply Company—"strictly wholesale’—in Nashville. 
of dealer dissatisfaction over the : : ‘ : : 
are ee ; eee Tenn., is mostly a family affair. Frank Bruer Sr., center in photo, is 
sales policies of wholesalers and ; ; : é 
jobbers, this is the rare wholesaler founder and president. J. W. (Bill) Bruer, standing, is secretary-treas- 
sn tae Gees enleiat in gonadal urer. Mrs. Jane Bruer Black is secretary -bookkeeper. Frank Bruer Jr., 
in this respect so unanimously. away when picture was made, is vice-president and outside salesman. 
The two main reasons this Ten- 
nessee company maintains a 
“strictly wholesale’ policy perhaps 
are its establishment and direction 
by a veteran lumber wholesaler 
and its operation by a family 
“team.” 
The Dealers Supply Company of 
Nashville was founded in 1937 as 
the industry emerged from the 
economic depression by Frank F. 
Bruer Sr. For 20 years a wholesale 
sales representative for the Put- 


(See WHOLESALE ONLY! page 75) 





FOR QUICK selection of size 
and grade, lumber stocks of the 
Dealers Supply Company in 
Nashville, Tenn., are kept neat- 
ly stacked as seen above. Fir 
lumber arrives in carloads 
every week from West Coast. 
At left, Bill Bruer discusses the 
new upbuilding warehouse for 
packaged gypsum board, to be 
handled by a fork-lift truck. 
On cover: yard men help deal- 
er’s truck driver load up with 
Bruerwood moldings. 
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VICE-PRESIDENT 
Roy J. Allen, left, in- 
spects a piece of mold- 
ing with the shop fore- 
man to be sure it 
meets his firm’s stand- 
ards for high quality. 
Below, a customer is 
taken through the 
Powell - McClellan 
Company warehouse to 
make selections. This 
Norfolk, Va., company 
tries to sell what it 
feels the customer 
needs, even if it means 
a smaller order. 


$100,000 GAIN IN MOLDING SALES! 


Here's how dealer did it 


THE SALE of moldings and other 
interior trims jumped $100,000 last 
year at the Powell - McClellan 
Company in Norfolk, Virginia. Roy 
J. Allen, vice-president, attributes 
the $400,000 volume in such items 
to the high quality of the lumber 
used and the high-speed machinery 
that turns out first-rate products 
in large quantities. 

The company has gained such a 
reputation for fine workmanship 
that the sale of moldings and trims 
now comprises one-third of the 
sales volume. 

“There is no doubt that our ap- 
proach in promoting moldings and 
trims is a factor in increased sales,” 
Allen declared. “We do not always 
sell customers what they ask for at 
first. We inquire where the trim is 
to be used, what the precise situa- 
tion is, stvle of house, and other 
data. In other words, we sell the 
customer what we believe is most 
suitable from the standpoint of 
lasting quality and price.” 

When a customer comes in and 
requests molding for a door frame, 
Powell-McClellan personnel sug- 
gest that he get a casing and mold- 
ing in one piece, when possible, to 
lower the customer’s final bill. 

Frequently when a_ customer 
wants a particular item, and it is 
clear that a less expensive item 
would be just as effective and 
cheaper in the long run, the sales- 
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man lets the customer know this, 
even though it cuts down on the 
sale. This policy has won a great 
many steady customers for the 
store. 

Builders and prospective home- 
owners who are uncertain as to 
what type of trim would be ap- 
propriate for a certain style of 
house consult the Powell-McClel- 
lan Company. Here they are di- 
rected to the decoration magazines 
and other literature which they 
may take home to study. 

“It is this policy of concern for 
lasting results that spread the word 
from customer to customer that 
there are good buys and helpful 


service readily available at Powell- 
McClellan,’ commented Allen. 

His firm keeps in stock about 
100,000 feet of moldings and trims 
at all times. The company’s high- 
speed machinery eliminates knife 
marks, rough edges, unfinished 
edges, and other defects. A com- 
plete line of standard patterns is 
carried. Special designs to meet the 
specifications of an architect also 
are made. 

Moldings made to special speci- 
fications are available within 72 
hours, usually less. 

Customers who come to Powell- 
McClellan for moldings and trim 
almost invariably order doors, 
windows, and builders hardware, 
too. Allen estimates that a rise of 
at least 30 per cent in sales volume 
in these departments has accom- 


(See MOLDING SALES page 36) 
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How fo get the most from 


OUTDOOR ADVERTISING 


By ERNEST FAIR 


BASIC PRINCIPLES of sign usage 
are fairly well known to most 
building supply dealers. So im- 
portant has outdoor advertising be- 
come in this field that it is a “‘must” 
in good merchandising today. 

But good locations on highways, 
selection of colors that can be read 
easily and at a distance, and use of 
eye-catching words are far from 
enough to assure maximum return 
from a dealer’s dollar investment 
in these signs. 

Take, for example, the sign 
shown at the top of this page—it 
points up the great importance of 
constant attention to maintenance, 
even though this is an extreme 
example. The dealer spent time 
and money securing rights to put 
the sign up and having his em- 
ployees construct and place the 
sign. A little more time and paint 
would keep it from being utterly 


readable 


valueless. One in still 
condition but shabby and 
is even worse—for it advert 
that the dealer’s business and 
ices are likely as bad as the sig 
itself. 

For this reason, the wise | 
ing supply dealer makes a m« 
check-up on every sign. 


DEVIATING 
from the usual 
rectangular 
shape is a good 
attention - getting 
device. Here, the 
dealer has made 
use of a simple 
outline of the 
house, emphasiz- 
ing this symbol 
of the industry, 
and placed the 
telephone num- 
ber and address 
in an outstand- 


rey LUMBER 
ne 
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TOO MANY advertising signs be- 
come weather beaten and dingy 
without the company personnel 
realizing it. Once a sign has been 
placed in a good location, dealers 
tend to forget it. Signs should be 
checked at least once a month for 
possible damage, fast - growing 
weeds and limbs, or being “bur- 
ied” by newly-added signs. 


Even if he has rented a billboard 
from a firm, and the contract in- 
cludes sign maintenance, a regular 
personal check-up by the building 
supply firm is wise. Such billboard 
companies have many contracts 
and frequently haven’t the time to 
check frequently. Sometimes re- 
pair to a highway will make a bill- 
board ineffective during a month 
for which it is rented. 

It is also important to check 
conditions of woods and metals on 
signs and to keep grass, weeds, and 
shrubs from obstructing even the 
smallest part of the message. 

Although these signs often are 
thought of as selling mediums, 
thev really can drive business away 


SINCE /88/ 


0. 


NORMAN 


OKLAHOMA CITY 








ing place. 
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SIMPLICITY is an- 
other important 
point to remember 
in billboard design. 
A speeding motorist 
— or the careful 
driver in slow, 
heavy traffic — has 
little time to spend 
reading. This sign 
gets the company’s 
mame and purpose 
across at a single 
glance. 





just as readily when they leave a 
bad impression. 

Another condition to guard 
against — particularly in small 
signs — is “burying” the firm’s 
sign in a cluster of other signs. In 
every such instance, the sign up 
front usually is easily read at some 
distance. But even if all signs in a 
group are readable, the motorist 
driving by at from 50 to 80 miles 
an hour can hardly get the message 
of more than one sign. 

On some occasions, signs cluster- 
ing around the dealer’s place of 
business itself can prove harmful. 
Where one sign can do a top-notch 
selling job, its effectiveness be- 
comes slight when it buried 
among too many. People see and 
are impressed by something upon 
which they can concentrate and are 
seldom deeply impressed when that 
attention is divided at one spot. 

Another factor of great impor- 
tance is in the size and shape of the 
sign itself. It is easy to note the 
monotony of conventional 24-sheet- 
size billboards and how little im- 
pression many of them make. Any 
sign that varies in size or shape 
from this familiar pattern tends to 
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attract attention. 

Many otherwise effective signs 
reach only a part of their potential 
readers because they are set 
against a sky or other similar back- 
ground and blend into it to the ex- 
tent of being nearly “camouflaged.” 

Simplicity of message is another 
important factor. Here, again, the 
speed of the highway traveler 
enters in — a careful driver has 





4 


1 


ba 
' 


n 


PRSSRRRARAD 
sear * 


kee 


THIRD DIMENSION adds an unusual note to these signs. The one 
above features an extended half of the saw-horse, with cut-out arm 
and saw. Below, the house siding, light, door, and shutters are applied 
to the billboard just as they would be on a home. Many variations of 
this idea are possible to help lumber dealers’ signs compete with the 
colorful, catchy ideas used by nationally-advertised brand products. 


‘> 


ON YOUR RiGhT 


Caa®Ouron $109 


THIS BILLBOARD is located 
on the top of a high embank- 
ment that borders the highway. 
Anyone placing a sign should 
give its location a “test” before 
placing it permanently. Drive 
by at various speeds to see 
where the message is most 
easily visible. 


time only to glance away from the 
road. The sign has to do a quick 
selling job. 

This factor also calls for a clear 
view and good slant of the sign. 
Where a long clear view is avail- 
able, it gives the motorist a few 
additional seconds to absorb the 
message. 

All of these features are of the 
utmost importance in signs today. 
Given proper attention—regularly 

signs can work wonders. 


MOLDING SALES 


(From page 34) 


panied the steady gain in molding 
sales. 

The company’s only advertising 
is a large advertisement in the 
classified section of the Norfolk- 
Portsmouth telephone directory. 

An outside salesman follows up 
prospects on jobs bid for at the 
Builders Exchange. 

The company has eight trucks 
and offers a 24-hour delivery serv- 
ice on all stock items. 

The company recently added a 
drive-in service to permit custom- 
ers to drive up to a window, order 
items without leaving his car, and 
have them loaded while he waits. 
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With plenty on 
the market now 


Frou rtbout 


Eugelmauu 
SPRUCE? 


A LITTLE BUG about the size of 
a grain of wheat should be thanked 
for the ten-fold increase in the sup- half of an estimated 12.5 bil- THE BLOND FINISH used on 
ply of Engelmann spruce lumber lion feet of fine spruce in the Il this hutch built of Engelmann 
this year. land Empire on the West Coast spruce proved particularly at- 
The insect is the Engelmann The stumpage value of the t} t tractive to women at lumber 
spruce beetle. It reached epidemic ened timber is estimated at $5 shows. Select grades of this 
proportions during the summer of million and its manufacture would versatile lumber are used by a 
1952 and now has threatened about create labor and lumber ( Washington, D. C., millwork 
firm for bookcases and cabinets. 
This wood is easily worked and, 
therefore, a potential favorite 
with home handymen. 


amounting to more than $500 mil- 
Jion. 

Select Engelmann spruce in ap- 
pearance resembles Idaho white 
pine. However, Engelmann has 
small, tight knots distinctively 
different from other knotty woods, 
and this makes it attractive to 
architects and homebuilders seek- 
ing “a new look” in wood. 

The wood is light in weight, ade- 
quate in strength, fine-grained in 
texture, easy to handle and work, 
exceptionally easy to sand, and 
well adapted to various kinds of 
finishes, according to the produc- 
ing and research organizations. 

The Western Pine Association 
reports that “few softwoods work 
up as. satisfactorily for interior 
finish and millwork as Engelmann 
THIS JAMMER is loading Engelmann spruce logs at an elevation of about spruce. It is a good wood for mold- 
5,100 feet in northern Idaho. The infested stands of this timber are at highest ing, casing, base, ceiling, partition, 
altitudes in Idaho and Montana forests, which are inaccessible for lack of turned stock, wainscoting, panel- 
roads. Inset photo shows how 1x4 Engelmann spruce, D&Btr grade, center ing 2nd window frames. 
match tongue and groove, was given a ',-inch, 45-degree bevel in home “Engelmann spruce is especially 
workshop for interesting wall paneling. The lower knotty grades make suitable for cabinets, cupboards, 
choice floor-to-ceiling paneling, since the knots are so tight, small, and 

widely spaced. Photos courtesy of the Pack River Sales Company. (See HOW ABOUT SPRUCE? page 77) 
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NEWS of the INDUSTRY 





Ample Aluminum 
Supply “Not Far Away” 


“The horizon of tomorrow has an 
aluminum lining,” predicted Keen 
Johnson, vice-president and public 
relations director of the Reynolds 
Metals Co., to the National Assn. of 
Aluminum Distributors at a meeting 
in Colorado Springs last month. 

“The day is rapidly approaching 
when you can get all the aluminum 
you can sell, due primarily to the 
fact that there has been a big in- 
crease in the production of the metal. 
The expanded facilities, the new re- 
duction plants built by primary pro- 
ducers, are getting into production. 
The day when you can be sure of 


AUSTRALIA BOUND! 


No wonder Cecil Rhodes smiled! He 
was contemplating the three-week 
trip to Australia which he won dur- 
ing a 12-month contest held by Bin- 
swanger and Co. Rhodes did the best 
selling job on Sun-Sash louvred win- 
dows. From Hartsville, S. C., he 
travels the Pee Dee and coastal South 
Carolina for Binswanger, which he 
joined in July ‘51. Accompanying 
him on the air trip to Australia were 
Joe Nadler, sales vice-president for 
Binsy. and Albury Tunnell, the 
American representative of the Sun- 
Sash Louvred Window Co. They 
went to visit the Sun-Sash factory. 
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getting aluminum in the quantities 
you want is not far distant.” 

Johnson said that production of 
primary aluminum in the United 
States increased 475 per cent be- 
tween 1939 and 1952, and that more 
than 4,000 new peace-time uses for 
aluminum have been developed. 

Aluminum production in 1952, on 
a volume basis, was greater than the 
combined production of copper, zinc 
and lead, he pointed out. 

Referring to findings of the Presi- 
dent’s Materials Policy Commission, 
Johnson said: 

“Of all the metals reviewed it was 
predicted that aluminum has the 
greatest growth potential within the 
next quarter-century, and that by 
1975, demand for the metal may 
quite possibly quintuple. 

“Tension and anxiety are prev- 
alent. More than six million sleep- 
ing pills are taken every night. The 
world is in ferment, but no one can 
tell whether the result will be cham- 
pagne or vinegar. The one group that 
can prevent a depression are the 
salesmen of America. A robust, lusty, 
sustained selling drive will do more 
to prevent a recession than any other 
single thing.” 


Plywood May Be Made 
Cheaper of Wood Wastes 


Made basically of wood waste, a 
new type of plywood is now in the 
final stages of development at the 
Wilco Research Laboratory, recently 
established by Wilco Machine Works, 
Inc., at 1301 North Hollywood in 
Memphis, Tenn. 

Elmendorf Research, Inc., of Chi- 
cago, developer of the new panel 
called “Nu-Plywood” is conducting 
the tests in Memphis, to perfect the 
process and develop the machinery 
for manufacturing. Lloyd Johnson, a 
Duluth, Minn., timberman who is 
backing the project, said that after 
more than three years of experi- 
mental work it is “now ready for 
large-scale pilot plant manufacture.” 

Armin Elmendorf listed a few uses 
of the new synthetic board as furni- 
ture, wallboard, and trailer linings. 
He pointed out that the new board 
will cost much less to manufacture 
than conventional plywood. 

He emphasized that for a given 
log the new process will yield from 
three to five times more footage than 
conventional plywood. “Therefore,” 
Elmendorf noted, “the new process 
is a conservation measure, which will 
help to save the timber resources of 
the country suitable for conversion 
into veneer.” 


Heads Shingle Bureau 


The Red Cedar Shingle Bureau has 
appointed Virgil G. Peterson as its 
new secretary-manager. He succeeds 
W. W. Woodbridge, who retired re- 
cently due to ill health, after heading 
the bureau for 19 years. 

Since 1939, Peterson has served the 
organization successively as Midwest 
fieldman, trade promotion manager, 
assistant manager, and treasurer. 

His father, the late Charles Peter- 
son, was a pioneer Northwest shingle 
manufacturer, in whose mills the 
younger Peterson worked for many 
years. 


Bathtub Advocates 
Win D. C. Decision 


When they held a recent public 
hearing on a proposed amendment 
of the district’s plumbing code to 
permit homebuilders to substitute 
shower stalls for bathtubs in all liv- 
ing quarters, a shower of protest fell 
on the commissioners of the District 
of Columbia. 

After a long parade of witnesses 
had had their say, the commissioners 
were convinced that to do anything 
depriving homeowners of one of the 
basic joys of modern living—a long, 
relaxing soak in the bathtub—would 
amount to “playing with fire.” For 
it was quite apparent that the aver- 
age American regards the conveni- 
ence of the bathing in the bathtub 
almost in the nature of a birthright. 

Unfortunate experiences of FHA 
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and VA in insuring houses equipped 
with stall shower only were cited as 
a sound reason for not dispensing 
with the bathtub. Such houses have 
proved hard to sell because they do 
not meet the needs of prospective 
buyers, testimony revealed. As a re- 
sult, both agencies now specify the 
installation of at least one bathtub, 
in their minimum property require- 
ments. 

Citizens of widely varying in- 
terests and backgrounds rallied to- 
gether to stand in firm defense of the 
bathtub. Various representatives of 
the plumbing industry were on hand 
to fight the proposed amendment. 
But, as it turned out, they were 
greatly outnumbered by those who 
had no special interest to plead other 
than to make certain that the bath- 
tub should not be relegated to a 
position of obscure memory. 

Women, in particular, were ada- 
mant witnesses against eliminating 
the bathtub from new homes built in 
Washington. The progressive Citizens 
Association of Georgetown sent Mrs. 
Allen C. Shepard, chairman of 
health, welfare and sanitation, to 
plead the cause of the bathtub at the 
hearing. She based her objection to 
elimination of the bathtubs on these 
three points: 

1. It is impossible for mothers to 
bathe babies or small children with- 
out a bathtub. 

2. Elderly people and frequently 
the handicapped would find shower 
baths difficult and dangerous. 

3. Physicians frequently prescribe 
therapeutic treatment for patients 
requiring a bathtub. 


THOMAS G. LYNCH has been ap- 
pointed Southeastern representative 
for the Lumite saran screening of 
Chicopee Mills. His headquarters are 
in Jacksonville, Pla. Before joining 
Lumite, Lynch was a salesman for 
several paint companies and sales 
manager for the H. B. Hubbard Co. 
in Jacksonville. 





PERSONNEL 
PARADE 











Masonite Corp. ... K. F. (Kim) 
Ho.ttoway has been promoted to 
manager of the Southwestern divi- 
sion, with headquarters in Dallas. He 
has been a salesman for building 
materials for over 27 years, having 
served Masonite dealers in Long Is- 
land, N. Y., for 13 years. 


U. S. Junior Chamber of Commerce 
... This year’s national president of 
the Jaycees is a building supply 
dealer—Dain J. DOMIcH, controller 
of the Brighton Sand and Gravel Co 
in Sacramento, one of the largest 
firms of its kind in California. His 
rise in the Jaycees parallels his rise 
in his company, which he joined in 
1945 as a bookkeeper after discharge 
from the Army. Domich was named 
Sacramento’s “Outstanding Young 
Man of the Year” in 1950, served as 
state Jaycee president in 1951-52, 


and became national vice-president 
in 1952. During his year as Jaycee 
president, he resides in Tulsa, Okla., 
with his wife and five children. 
Owens-Corning Fiberglas Corp. ... 
Ben F. LEAMAN JR. has been ap- 
pointed sales manager of the new 
Sound Control Products Sales Di- 
vision, formed recently to meet the 
increasing demand for products to 
combat noise. He joined Owens- 
Corning as an acoustical specialist in 
1950 and became manager of acous- 
tical sales in May, 1951. 


Federal Housing Administration . . . 
EDMUND B. CHAPMAN, former execu- 
tive secretary to Governor Arn of 
Kansas, now heads the Kansas FHA. 
Delton Bennett, who has acted as 
director until Chapman’s appoint- 
ment, returns to his former position 
of assistant director. 

The Mengel Co. .. . New door divi- 
sion sales representative in Florida, 
Georgia, and the Carolinas is Car- 
ROLL D. WELLER. His headquarters 
are in Atlanta, Ga. He formerly han- 
dled hardwood plywood and veneer 
sales in the north-central part of the 
United States. 


Texans Seek Increase in Title I 
Home Loan Limits and Purposes 


INCREASE in the maximum FHA 
Title I home improvement loan from 
$2,500 to $5,000 and an increase in 
the retirement of such loans from 
three to seven years is being sought 
by the Lumbermen’s Assn. of Texas 
through U. S. Senator Lyndon John- 
son, following his conference with 
officials of the group recently 

LAT’s Executive Vice-President 
Gene Ebersole appealed to Senator 
Johnson in a letter reading as fol- 
lows: 

“At the present time, many home 
owners in the United States are 
securing much needed credit to re- 
pair or to add a room on their home 
through Title I, FHA Improvement 
Loans. The limit of these loans at 
present is for three years and $2,500 

“To broaden the scope of this fine 
provision under FHA, it would be 
of great assistance if the following 
two changes could be made in this 
Title. 

“1. This loan limit be increased to 
$5,000, and seven years over which 
to make payments. 

“2. That the provision in this sec- 
tion be changed by removing the 
restrictions that these loans can be 
used only for remodeling and re- 
pairs. With this $5,000 limit, many 
small substantial rural homes fo! 
Negroes and Mexican families could 
then be built. 

“You have made us a fine United 
States Senator and we appreciate 
the many acts of assistance you and 
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your fine office staff have given us.” 

Senator Johnson replied to Eber- 
sole in these words: 

“It was good to see you when I was 
in Houston last week. I enjoyed our 
visit very much. 

“I was glad to have your views on 
possible improvements in the FHA 
loan program and am taking the 
matter up with the Senate Banking 
and Currency Committee. Just as 
soon as I have a reply, I will pass it 
on to you.” 

At the request of the Coastal Bend 
Retail Lumber Dealers Assn. and the 
Valley Lumbermen’s Assn. in the 
Lone Star state, the directors of the 
Lumbermen’s Assn. of Texas have 
taken three actions. One is to have 
LAT Attorney and Vice-President 
W. B. Carssow to write an opinion on 
the status of open-end mortgages in 
Texas under the present Homestead 
Law and make recommendations for 
action to bring it into fullest use. 

Another is to book Arthur Gold- 
man, marketing research editor of 
House and Home magazine, which is 
Waging an aggressive campaign to 
permit the use of open-end mort- 
gages throughout the nation, as a 
special speaker at the 1954 conven- 
tion of the Lumbermen’s Assn. of 
Texas in Fort Worth on April 13 next. 

A third step is to persuade build- 
ing and loan associations to provide 
open-end mortgage financing as now 
does the First Federal Savings Loan 
Assn. of Marshall. 
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Temple Sees Advantage for Southern 


Pine Lumber in Price Reductions 


The following speech on the supply 
and distribution of Southern yellow 
pine in the Gulf Coast region was 
made by Latane Temple, general 
sales manager of the Southern Pine 
Lumber Co., of Diboll, Tex., at the 
September meeting of the Retail 
Lumber Dealers Assn. of Houston. 
Because it points up some timely 
considerations, it is printed here for 


the industry—-THE EDITORS. 


“I HAVE JUST returned to the lum- 
ber industry after almost 20 years 
away from it, and away from this 
region. I have been overcome since 
my return with the spirit of the 
Houston area and the East Texas 
lumber industry. This spirit in the 
Gulf Coast region, leavened and pro- 
pelled by its vast resources in oil, 
its sea commerce, its advanced agri- 
cultural techniques, its manpower, 
its climate and, I must add, its 
neighboring timber resources, is go- 
ing to make this area greater in my 
opinion than the Eastern Seaboard 
or the West Coast. I believe that 
within my son’s lifetime, maybe 
within my own lifetime, I will see 
this come to pass. 

“You in your business are sitting 
on vast potentials, which exceed 
perhaps even the oil that lies be- 
neath these lands, and as this area 
builds, you have at your doorstep 
a perpetual supply of the finest lum- 
ber in the world. I am speaking of 
East Texas. big-timber, big-mill, 
Southern yellow pine. Not many 
people realize it, but lumber of this 
quality is almost as limited in its 
production as redwood is on the 
West Coast, for there are many other 
kinds of pine timber and myriad 
standards of manufacture. 

“We, in what can generally be 
called the East Texas area, which 
includes part of Louisiana, are fortu- 
nate in that the leaders in the in- 
dustry had the vision early enough 
to adopt modern forestry practices 
to conserve this great resource. Now 
the term “west side’”—speaking of 
the lumber produced west of the 
Mississippi—has a special premium 
meaning in the markets of the na- 
tion and the world, and there is a 
spirit abroad among the responsible 
manufacturers of the region which 
is pushing the industry toward new 
frontiers of complete utilization, im- 
proved manufacture, and reduced 
costs. In contrast with other regions, 
leaders in ours instituted practices 
which will produce virgin timber 
quality within the decade ahead 

“Many people this day think of the 
lumber industry as being a ‘hit or 
miss’ proposition, symbolized by a 
transient operator setting up a small 
plant, devastating the woods of a 
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neighborhood, and moving on, leav- 
ing only a pile of sawdust as a stark 
reminder of his wanton inefficiency. 
However, the new lumber industry 
stands comparison in engineering 
technique and research with the 
other great industries of the country. 

“It is inevitable, even if you and 
we would not desire it, that this 
premium lumber would flow first 
into the Gulf Coast area. I say 
premium lumber because there is 
none so flexible, so strong, so dur- 
able as properly manufactured, sea- 
soned, Southern yellow pine. 

“I know of some of the objections 
that come to your minds when I 
make that statement. The first one is 
price, but actually that is not an 
objection. It is the measure of its 
premium characteristics. This price 
has been driven up by the demand 
during the past several years, which 
has far exceeded the supply. Com- 
petitive softwoods have not taken 
the quality pine market. Substitute 
woods and building materials have 
only supplemented the short supply. 

“When this is no longer true, the 
natural forces of our economy will 
cause our prices to seek levels which 
cause our products to continue to 
move at the same rate into the build- 
ing markets. The Gulf Coast region 
is probably the first market into 
which our pine will flow. 

“What would be the effect of a 
reduced price on the use of compet- 
ing woods here in the Houston area? 

“Approximately 35 per cent of the 
cost of Southern yellow pine lumber 
is in stumpage, in the logs in the 
woods. In contrast, I am informed, 
only about 12 per cent of the cost 
of competing species coming into 
this area is in stumpage. It would 
seem inevitable that a decline of say 
15 per cent in price would bar most 
cther species, since the remaining 
factors of cost are less flexible, such 
as freight, labor costs, and logging. 

“TI might add that our logging costs 
themselves can be reduced if neces- 
sary because we have used these 
years of bounty to reinvest into im- 
proved forest techniques and harvest 
techniques, which are expensive, in 
order to provide for the future. I 
would venture, without pretending 
to know whereof I speak, that these 
same economics will apply to other 
substitutes for Southern yellow pine, 
as conditions drive prices down. 

“The factor of cost which will be 
susceptible to the laws of supply 
and demand will be first of all the 
raw material which goes into the 
finished product 

“And so it would appear to me 
that we are destined to build this 
region together. It is a happy des- 
tiny. In view of this common role 


LATANE TEMPLE 


which we will play, it seems right 
and practical and advantageous that 
you builders in the Gulf Coast re- 
gion, and we quality manufacturers 
in East Texas, should exploit every 
opportunity to work out our prob- 
lems together, study together chang- 
ing needs, and adapt our marketing 
and production to meet these needs. 

“Responsible manufacturers honor 
and embrace as fundamental the 
idea that the retailer is the proper 
channel of distribution, and so it is 
that we have held tenaciously to that 
channel, denying our product to 
other purchasers. You in turn can 
work closer with us by respecting 
those same channels and giving us 
encouragement in continuing this 
policy. We would like for you to 
come to our mills, see what we are 
doing, see the diverse products which 
issue from our mills, not only lum- 
ber and giant timbers, but round 
handles, wood flour, fabricated furni- 
ture stock, and even, in our own 
instance, plastic wood toilet seats. 
We would like you to see our re- 
search aiming at stabilization of 
dimension. 

‘By knowing what our potentiali- 
ties and our limitations are, you can 
help us provide for your markets and 
your prosperity.” 


Double Luck 


When the stork delivered twin 
boys recently to Mr. and Mrs. R. F. 
Jordan, Abilene, Tex., they were also 
blessed with a free Laundromat auto- 
matic clothes washer and drier. 

The Southwestern Lumber and 
Supply Co. delivered the presents, 
offered to parents of twins or triplets 

or more—born on the 42nd an- 
niversary of the Westinghouse Elec- 
tric Corp. 
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STOCK DISPLAY the BEST LINE TODAY 





R-V-LITE 


ENCLOSE-A-PORCH «<:"° 


10 POPULAR FAST SELLERS! 


100-C COTTON REINFORCED 200-P PLASTIC REINFORCED 
700-W ALUMINUM WIRE REINFORCED 50-C ECONOMY COTTON REINFORCED 


300-CW VIMLITE 10 MESH WIRE 800-CW VIMLITE 14 MESH WIRE REIN- 

REINFORCED FORCED 

400-T WAX IMPREGNATED FABRIC 15-V V-LITE CRYSTAL-CLEAR 4-MIL VINYL 
PLASTIC 


2 TYPES OF STORM PA n handy “take-home” units 
36-SP CLEAR 2-MIL VINYL PLASTIC 12-SP DELUXE TYPE REINFORCED COTTON 


YOURS Oa yan 
See and NOW nis 
whan o valuable, new 
(\ £,) a 
3-DIMENSIONAL 4°e\... “HOW TO DO IT 
DISPLAY As: 4 YOURSELF 
ae BOOK will help 
@ Demonstrates you sell more R-V-LITE and 


@ Illustrates 


© Sells VIMLITE 


SEND REQUEST - CARD packed with sales-building suggestions, illustra- 
for FREE DISPLAY and instructions for home, farm and factory use. 

: R-V-LITE ads in top consumer magazines. Directs 
Consumer Literature to your store for all types of R-V-LITE products, 
(Card packed in each iware, tools, paints, etc. Write today for your FREE 
Enclose-A-Porch kit) SAMPLE COPY and customer order pads. 


rie 


» A RVEY & fe) -1-Yo)-¥ Gi iON” veniee 


Since 1905 o(@ c 3462 North Kimball Avenue, Chicago 18, Illinois 
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WASHINGTON NEWS »* « 





TAX CHANGES scheduled to take 
effect for Americans in 1954 include: 

10 per cent reduction in individual 
income taxes, January 1. 

Reduction in corporate income tax 
rates from 52 to 47 per cent, April 1. 

Expiration of the excess profits 
tax, January 1. 

Reduction in number of excises, 
April 1. 

Although Eisenhower has said that 
he will not ask for a retail sales tax 
to offset this loss in revenue, his 
administration may ask Congress for 
new manufacturers’ excise taxes. 

End of the excess profits tax will 
result in big tax cuts for the makers 
of glass, clay, and stone products, 
along with those of automobiles and 
ordnance equipment. Moderate tax 
cuts are to benefit dealers in ma- 
terials and hardware, lumber manu- 
facturers, and contractors, among 
others. 

Tax savings are counted on by 
many economists to help cushion or 
lessen the dip in business that is 
foreseeable next year. As David 
Lawrence recently observed in his 
U. S. News & World Report editorial: 

“America can and will come 
through the present readjustment, 
possibly in a matter of months. The 
Eisenhower administration, of course, 
can not regulate every detail of the 
economic mechanism but, by a wise 
tax policy and a prudent handling of 
the credit apparatus, it can provide 
a climate in which business can 
move steadily on to a larger and 
larger national income and a stabiliz- 
ed economy.” 


IN SEPTEMBER, housing starts 
showed a decline for the fifth conse- 
cutive month. Preliminary BLS fig- 
ures for the ninth month showed an 
estimated 89,000 private housing 
starts—4.3% under August and 10% 
below the year before. With starts 
for the nine months totaling 830,700, 
the 1953 seasonally adjusted rate is 
at 989,000 non-farm housing starts. 

Most dealers—and many builders 
—are diverting their sales and pro- 
ductive efforts now to the home im- 
provement and maintenance market. 
The U. S. Chamber of Commerce 
forecasts that the amount of such 
business next year will be greater 
than the $6.5 billion current annual 
pace. 

The big reason for this increase in 
“fix-up” business is the enlargement 
of American families. Government 
census figures show that since 1940, 
the number of families with 3 child- 
ren has increased 77%; those with 4 
children, 50%; and those with 5 
children, 27%. This means a great 
demand for additional rooms on 
existing residences throughout the 
country. 
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THE PRESIDENT’S Advisory 
Committee on Housing Policies and 
Programs is meeting and working 
diligently to prepare and come up 
with some practical recommenda- 
tions by year’s end, to be used by 
Eisenhower in his January blueprint 
for Congress. 

The full committee met November 
2 and will meet again December 1-3 
here to weigh the ideas submitted by 
the five sub-committees. These and 
their chairmen are: Housing Credit 
Facilities, George L. Bliss, New York 
savings and loan officer; Federal 
Housing Administration and Vet- 
erans Administration Housing Pro- 
grams and Operations, Rodney Lock- 
wood, Detroit homebuilder and 
NAHB past-president; Urban Rede- 
velopment, Rehabilitation and Con- 
servation, James W. Rouse, Balti- 
more mortgage banker; Housing for 
Low-Income Families, Ernest J. 
Bohn, Cleveland housing authority 
director; Organization of Federal 
Housing Activities, Aksel Nielsen, 
Denver title guaranty official. 

Serving on the Housing Credit 
Facilities committee are Norman P. 
Mason, North Chelmsford, Mass., 
building material dealer and NRLDA 
past-president, and R. G. Hughes, 
NAHB vice-president and Pampa, 
Tex., homebuilder. 


THE MID-CENTURY Conference 
on Resources for the Future will be 
held in Washington, December 2-4, 
in the form of a nation-wide citizens’ 
forum on natural resources. The con- 
ference has been called by Resources 
for the Future, Inc., a service corpo- 
ration fostering resources and edu- 
cation in the field of natural re- 
sources, which is supported by a 
grant from the Ford Foundation. 

Lewis W. Douglas will be chair- 
man of the conference. It will consist 
of eight sectional meetings run con- 
currently by as many steering com- 
mittees on the major topics under 
consideration. These are: 

Competing Demands for Land Use. 

Utilization and Development of 
Land Resources. 

Water Resources Problems. 

Domestic Problems of Non-fuel 
Minerals. 

Energy Resources Problems. 

U. S. Concern with World Re- 
sources. 

Problems in Resources Research. 

Patterns of Cooperation. 

The committee of most concern to 
lumber dealers is that on Utilization 
and Development of Land Resources, 
for it will deal chiefly with methods 
of getting the most out of rural land 
devoted to agriculture, timber pro- 
duction, recreation, watershed, and 
other rural land uses. Its chairmen is 
Lloyd Partain, sales manager for the 


Curtis Publishing Co. The co-chair- 
man is Samuel T. Dana, retired dean 
of the University of Michigan’s 
school of natural resources. 

The conference will not endorse 
programs or seek to come forward 
with a program of its own, em- 
phasized R. G. Gustavson, president 
of the resources corporation. Rather, 
he said, “the great contribution of 
this meeting can be to lay the 
groundwork for the adoption by 
others, in both public and private 
undertakings, of policies and pro- 
grams which will safeguard and pro- 
mote the national interest now and 
for later generations.” 

SIX NEW MEMBERS have recent- 
ly accepted appointment to the 
Building Research Advisory Board 
by the National Research Council. 
They include a lumberman, A. N. 
Fredrickson, vice-president of the 
Weyerhaeuser Sales Co., Newark, 
N. J., and the research director of the 
U. S. Gypsum Co., Chicago, Dr. H. N. 
Huntzicker. 

The other new BRAB men are 
John Haines, Minneapolis-Honeywell 
vice-president; Harold Hauf, Yale 
University’s managing engineer for 
the Edwards Street laboratory; 
Thomas D. Jolly, Aluminum Co. of 
America vice-president, and R. A. 
Smith, official of a Los Angeles con- 
tracting firm. 

On November 12 and 13, a con- 
ference on porcelain enamel in the 
building industry will be held at the 
National Academy of Science here. 


Tampke to Lead 
Houstonians in 1954 


New officers were announced and 
introduced at the October 13 dinner 
meeting of the Retail Lumber Deal- 
ers Assn. of Houston at the Lamar 
Hotel. New president is J. Harvey 
Tampke, replacing D. M. Nichols Jr., 
new chairman of the board of di- 
rectors. 

Other Houston officers include: 
John Anderson, vice-president; Leon 
Roos, membership secretary; H. J. 
Skinner, secretary - manager, and 
T. E. Johnson, chairman of the ad- 
visory board. 

I. (Wrecker) Olshan showed the 
lumbermen and their ladies colored 
moving pictures of 12 countries 
“south of the border.” He took them 
when he journeyed to Montevideo, 
Uruguay, to represent Houston’s 
mayor at the Inter-American Con- 
gress of Municipalities. The only 
Texan in Montevideo for this event, 
Olshan was presented a bambilla 
mate of gold and silver—a fancy tea- 
drinking gourd. 
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THE FIRST 
PICTURE WINDOW 
OID PART OF 

THE JOB! 


R°O*W HIGH-LITE GLIDING WOOD © 
WINDOWS DO THE ENTIRE JOB! 
aE 


Removable R-O-W High-Lites excell in all five 
modern requirements — Privacy, View, plus all the 
fresh air wanted; Protection, Ventilation, 


and Space Saving. 





The wise merchandiser knows that home 








owners today are demanding quality and good 
appearance. R+O+W High-Lite gliding wood 
windows together with the original ReO-W 


removable wood windows fulfill those requirements 
































in every respect — another reason why R-O-W 





merchandisers make more money, faster. 





Ask for more details. 








ees Gilinne. Bon tecscee 


MILLWORK PLANT: RENO, NEVADA 
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Hoo-Hoo Conferences 
Launched in Atlanta 


To exchange ideas for improving 
the programs and increasing the 
number and size of Hoo-Hoo clubs 
in the South Atlantic states, 40 men 
from 10 states attended a confer- 
ence in Atlanta, Ga., on October 24 
at the close of the Southeast Dealer 
Management Forum and Building 
Material Show. 

On hand to greet and instruct the 
Dixie Cats were Supreme Snark 
John Egan, of Minneapolis, and In- 
ternational Secretary Ben Springer, 
of Milwaukee. Both agreed that the 
meeting yielded a workable pattern 
for similar conferences to be held 
in other Hoo-Hoo jurisdictions. 

Egan urged the club officers to 
work diligently to achieve the lum- 
bermen’s fraternity’s four basic ob- 
jectives of fellowship, education, 
charity, and wood promotion. 

Springer explained the literature 
and assistance available from the 
national office in expanding local 
clubs and starting new ones. 

Senior Hoo-Hoo John H. Dolcater, 
of Tampa, Fla., presided at the 
morning and luncheon sessions. The 
Atlanta Club No. 1, headed by Sam 
Houston Jr., served as hosts. 


HOO-HOO 
LOG 


Hoo-Hoo Club No. 99 in Washing- 
ton, D. C., got heavy newspaper 
publicity on the speech made at its 
packed October 21 meet by Joel T. 
Broyhill, U. S. representative from 
the 10th Va. district. He called for 
replacement of the portable build- 
ings that government agencies have 
occupied since World War I (and II). 
The District Cats will hold a big 
concat at their November meeting. 
... The Knoxville and Atlanta Hoo- 
Hoo Clubs cleared their ranks of 
Kittens at separate initiations last 
month. ... And the Oklahoma City 
Club set a fall record by processing 
62 lumbermen at a concat in the 
Oklahoma Club on October 19. 
Ralph Morrow rode herd as snark 
and Lynn Boyd, Rameses from 
Pampa, Tex., was the visiting of- 
ficer. Inter. Secty. Ben Springer also 
said his piece there! Oklahoma Hoo- 
Hoo officers are now headed by 
W. C. (Cap) Warren, president; Earl 
Wagner, v. p., and Carl Hadlock, 
secretary-treasurer. . . . Joe Gall, 
plywood wholesaler in Charlotte, is 


state deputy snark for N. C., while 
Retailer Herbert Baxter is the local 
vicegerent snark. . .. Greater Miami 
Hoo-Hoo Club No. 42 will hold a 
concat on Nov. 10 at the PBA Lodge 
Hall with Bill Wightman Jr. in 
charge. . . . Project Committee for 
the Central Florida Hoo-Hoo Club 
No. 115 includes Miller Phillips, 
John Rourk, Jim Seng, and Tom 
Brotherson. New officers of 
Savannah Club No. 134 are Robert 
N. Ingram, president; Charles B. 
Mikell, vice-president; Harrell Mur- 
ray Sr., secretary; James W. Logan, 
treasurer, and James L. Groover, 
sergeant-at-arms. . . . New officers 
of Memphis Club No. 92 are John 
T. Silk, president; Henry W. Jones, 
vice-president; J. L. Sumrall, secre- 
tary-treasurer. Serving with them 
as directors are Leo W. Speltz, 
Robert A. Mason, and Clark E. Mc- 
Donald. . . . The Houston Cats are 
headed this year by Kenneth Man- 
ning, president; Weldon Walker, 
vice-president; Minos Miller, secre- 
tary; Dick Darnell, treasurer, and— 
yes—Paul Nelson, “cat tamer.” ... 
A Western pine movie and a nation- 
al convention report by Tampa Hoo- 
Hoo Vice-President Jim Branch 
comprised the program for the Oct. 
7 meet of the St. Petersburg Club 
No. 64. Pete Winter was host to 
40 men at his Clearwater home. 
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ASSOCIATION ACTIVITIES : 


Nearly 1.000 Attend Southeast Forum, Products Exhibits 


TWO IDEA-PACKED FORUMS and 
one of the largest recent exhibits of 
building materials in the South at- 
tracted nearly 1,000 to the Bilt- 
more Hotel in Atlanta, Ga., October 
21-23. 

The first such regional convention 
of Southern dealers since 1938, this 
Southeast Dealer Management 
Forum and Building Material Show 
was co-sponsored by the Florida 
Lumber and Millwork Assn., Build- 
ing Material Merchants of Georgia, 
and Tennessee Building Supply 
Assn. Retail dealers attended from 
several other Southern states. 

Speaking at the first luncheon ses- 
sion, Albert M. Cole, administrator 
of the Housing and Home Finance 
Agency, Washington, D. C., empha- 
sized that the present administra- 
tion’s job is to support the private 
building industry rather than com- 
pete with it. Now that we have 


caught up on a backlog of needed 
housing, the industry can concen- 
trate on improvement of the exist- 
ing supply of sound but older hous- 
ing that may turn into slums if 
permitted to slide, Cole pointed out 

“The degrading effects of sub- 
standard slum dwellings I 
families who live in them 
to measure, but they const 
glaring contradiction in our 
can heritage that should be erase 
he asserted. 

Cole concluded with the thought 
that “it is not enough just to clear 
these slums; we must prevent th 
further accumulation.” He d 11 
that there is enough replacement 
unsound housing, maintenance on 
existing housing, and enlar 
of small houses to keep the b 
industry occupied for many 
even if no new houses were | 

Donald A. Campbell — mayor 


Lebanon, Ky., former president of 
the National Retail Lumber Dealers 
Assn., and executive officer of the 
Kentucky dealer association—mod- 
erated the two forum sessions. The 
first, held Thursday morning, cover- 
ed “Taking Sales Out of Competi- 
tion.” 

Speaking on “Controlling Install- 
ment Sales,” Harry L. Lawson, Mi- 
ami, Fla., merchant, declared that 
his firm’s competition comes not so 
much from the dealer down the 
street as from merchants of other 
consumer products. The importance 
of handling all financing arrange- 
ments for a customer is to keep him 
in the store while he’s in the build- 
ing mood. 

Later answering a question from 
the floor, Lawson explained that 
when materials not in his inventory 
are needed for a job, he gets them. 
He does not require that even 50 








Insulating Board Products... 

Panel, Flush and Garage Doors... 

Hardboard... Acoustical Tile... 

Douglas Fir Plywood...California Redwood... 
Douglas Fir and West Coast Hemlock Lumber... 
FOREST PRODUCTS OF INTEGRITY 
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per cent of materials come from his 
store for a job he arranges to fi- 
nance. “We tried closer control of 
the job once,” he said, “but the im- 
portant thing is good-will.” 

“Price assumes a less important 
role once a desire is created,” 
Maurice R. Large explained in de- 
scribing “Effective Dealer Advertis- 
ing.” The Farmville, Va., merchant 
emphasized that the dealer must 
analyze his local market to deter- 
mine what advertising media are 
most effective in some localities 
radio may reach more people than 
newspapers. But in general, news- 
paper ads are better for selling new 
ideas—people won’t listen to long 
radio commercials. 

All advertising should point the 
way to the dealer’s store as the 
main source of building materials. 

Dwight Davis, partner in the H 
and S Lumber Co. in Charlotte, 
N. C., listed some of his firm’s “Ways 
to Profitable Store Traffic.” Taking 
into consideration the American 
public’s tendency to turn to the 
right always, he said his firm had 
moved the door so that once cus- 
tomers entered, they faced displays 
as they turned to the right. Small 
items should be placed in a con- 
spicuous place. Priced and marked 
with stock numbers, they provide 
limited self-service. 

Questioned about a “fancy” store 
turning away carpenters in dirty 
overalls, Davis said his firm met 
that problem by providing a yard 
office where contractors could place 
orders. 

Davis told his audience to pay 
more attention to “good telephone 
technique, parking § space, night 
lighting, special events, home-plan- 
ning service, good employee rela- 
tions, Business and Industry Educa- 
tion Day and similar good-will 
measures. 

Everett B. Wilson, public relations 








SPEAKERS at the two forums held in connection with 
the Southeast Building Material Show remained seated 
for informality. Their attentive audience fired questions 
until Moderator Don Campbell called a time limit. 
Shown above, left to right, are E. B. Wilson, Maurice 
Large, Campbell, presiding Dealer W. T. Spencer, and 
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director of the national dealer as- 
sociation, told dealers how to get 
more benefits from the many pro- 
motional materials and _ services 
NRLDA provides. The new mer- 
chandising calendar, adaptable to 
all locations, should provide a com- 
plete advertising guide for lumber 
dealers, Wilson said. 

At the Friday luncheon, Dr. Frank 
Goodwin, University of Florida 
marketing professor, vividly told 
why “Little Things Count” in 
modern industry. He urged dealers 
to pay more attention to human 
relations, realizing that there is no 
formula for all businesses and situa- 
tions. 

Industry has found through re- 
search, and other businessmen are 
learning through experience, that 
employees want more than pay. 
“They respond to a pat on the back, 
being called by their first name, 
and being asked to help get the job 
done.” 

Like the first forum, the second 
on “Aids to Management” brought 
forth many questions from the audi- 
ence, halted only by the time limit. 

Henry Munnerlyn, NRLDA presi- 
dent and Bennettsville, S. C., mer- 
chant, told of some of the services 
the national association is working 
on to help dealers in the future. A 
committee is working with manu- 
facturers for better ad mats, he said. 
Association personnel and commit- 
tees also promise a survey of in- 
centive payment plans and ideas 
for meeting declining sales volume 
and for getting more from the ad- 
vertising dollar. 

“Get operating cost figures, com- 
pare them with those of other lum- 
ber dealers, and then do something 
about it” was the advice of William 
C. Henry, professor of accounting at 
the University of Tennessee, who 
has directed operating cost surveys 
for the Tennessee dealer association 


for several years. In carrying out 
the second step, he cautioned that 
it is necessary to be sure that both 
comparing dealers charge the same 
expenses to the same cost headings. 

Answering a question as to a 
method for trimming an out-of-line 
cost figure, Henry suggested consul- 
tation with department personnel, 
citing an example where truck 
drivers cut delivery costs to less 
than half. He also suggested calling 
in outside help, such as an account- 
ant, to analyze the business. 

Martin A. Hassinger, building ma- 
terial distributor of Bristol, Va., as 
serted that to be effective, an in 
centive pay plan must reward the 
individual soon—monthly or quar- 
terly—for his extra effort; reward 
him enough to make overtime effort 
worth while, and be easily adjust- 
able to changing conditions. 

Sounding one of the most opti- 
mistic notes of the forum, Lloyd B. 
Raisty quoted figures that indicate 
a greater supply of money for 
building to help offset the much- 
discussed “building recession.” Vice- 
president of the Federal Reserve 
Bank, Atlanta district, Raisty stated 
that “our chief defense against a 
downturn in business is directly re- 
lated to monetary policies... It is 
most significant that the monetary 
policies shifted to one of ease in 
June of this year.” 

Speaking on “Practical Sales Train- 
ing,’ Dr. Frank Goodwin chided 
dealers for holding occasional, poor- 
ly-planned sales meetings, if held 
at all. “Get a notebook and plan 
well in advance what you want your 
sales personnel to learn.” he urged. 
“Get manufacturers to help you and 
use the slides, movies, and literature 
they offer. Make the employee feel 
he is worth something so that you 
hire not only his time but part of 
his brain—and maybe his imagina- 
tion.” 


Dwight Davis. Just out of the photograph was Panel- 
Member Harry Lawson. Nearly 1,000 persons, including 
336 dealer personnel, attended the convention. The pic- 
ture on our cover this month shows Satusp!y—one of the 
many new products exhibited at the show—being simply 
applied to a bath vanity top. 
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F CUTS MUCH EASIER’ 


says Richmond dealer 


This is Pete Spiro of the Spotless Company. Ine. (hard- 
ware), one of 30 dealers in various parts of the country 
who took L:O-F’s “Blindfold Test”. He says: “Brand ‘7 
took the cutter much better and the glass snapped quick 
and clean. Much easier to cut than the other three 
brands”. (°Z”’ was L-O-F.) 

Mr. Spiro was given four well-known brands of single- 
strength window glass to test-cut. He didn’t know what 
brands—they were just marked W. \. Y and Z. He ran 
several cuts. sometimes cutting \ first. sometimes Z or 
W or Y. In each case. he picked Brand “Z” as easiest to cut. 

28 out of the 30 dealers who took this test picked 
L:O-F! 

L,.-O-F Window Glass is easier to cut into big pieces or 
little pieces. It’s easier to cut into angled or curved pieces. 
You can even cut off narrow strips with a light. easy stroke. 

L-O-F cuts easier because it is annealed more slowly, 
more patiently. That makes it less brittle—so it’s a safer 


buy for your customers, too. 


nein 


TRY THE “BLINDFOLD TEST’’ YOURSELF! 


Cut L-O-F first, last, or in-between the other 
brands. Run any kind of a cut you want. 
You ll see why you have fewer bad cuts, less 
waste and more profit with L-O-F. 

L-O-F Distributor. 


local businessmen are listed under 


Call your nearest 
These 
“Glass” in the vellow pages of phone books 
in many principal cities throughout the 
country. And send for your free booklet 
“For Greater Profits in Window Glass”. 

Write Libbev-Owens:Ford Glass Com- 
TOLLS) Nicholas Building, Toledo 3, 


pany . 
Ohio. 


Oh ss css secu cei eis ell ce a cn a a Cag 











NOVEMBER, 1953... Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





2,000 Get Ideas at Okla. Dealers’ Merchandising Mart 


STEGER HEADS 0O.L.A. 


THE ACCENT was cashing-in on 
the Do It Yourself market at the 
seventh annual convention of the 
Oklahoma Lumbermen’s Assn. in 
Oklahoma City, October 20-21. Ac- 
cording to Manager Bill Morgan, 
the attendance mark of 2,000 was 
again exceeded as dealers and sup- 
pliers packed the Zebra Room to 
see the latest offerings of 150 ex- 
hibitors. 

This Oklahoma convention 
achieved increased favor as the two 
afternoon business sessions were 
capsuled into one-hour programs, 
clean floor shows offered exceptional 
entertainment, and the exhibitors 
suggested to dealers ways to tap the 
Do It Yourself market. 

Preceded by colorful motion pic- 
tures entitled “Heartland, U.S.A.” 
and “Oklahoma and Her Resources,” 
the convention speakers were John 
F. Austin Jr., of Houston, Tex., and 
Donald L. Moore, of Atlanta, Ga. 


President of the T. J. Bettes Co. 
and the W. R. Johnston Companies 
in Oklahoma, Austin expressed hope 
that mortgage money would be 
available more generally and with 
less discounting within the next six 
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One of the “stoppers” 


at the convention and merchandising mart of the 


Oklahoma Lumbermen’s Assn. in Oklahoma City last month was a minia- 
ture, built-to-scale model of the “Television Home.” This October “House 
of the Month Plan” in its continuing planning service for dealers represents 


another association “first’’ by OLA. 


As the floor plan shows, this house contains 1,521 square feet of enclosed 
space. It features the popular combination dining-club room, with the 
television set located so it may be seen from this area, the living room, and 


over the service bar in the kitchen. 


Ornamental iron columns, a planter box, and geometrical double garage 


doors enhance the front elevation. 


48 


et 
= 


| 


All smiles, officers of the Okla- 
homa Lumbermen’s Assn. are 
seen above during the Presi- 
dent’s Reception. From left, 
they are Dale Carter, Tulsa, 
who retires as prexy next 
month; Al Mason, Oklahoma 
City, new vice - president; 
Virge Steger, Durant, new 
president, and Bert Beals, 
Oklahoma City, treasurer. 


months. He traced the sources and 
explained why Oklahoma and the 
Southwest had to import most of 
mortgage funds, “because the wealth 
here is undeveloped and is being 
used for working capital.” 

The section’s advantage in “build- 
ing more house per dollar of income 
than elsewhere” was cited as a big 
factor in the bid for mortgage 
capital. 

Moore, the editor of SOUTHERN 
BUILDING SUPPLIES, urged the deal- 
ers to use all “Five Keys to Mer- 
chandising” to sustain their sales 
volume and maintain their com- 
munity prestige. He enumerated the 
keys as “adequate stocks, efficient 
displays, effective advertising, suc- 
cessful salesmen, and competitive 
services.” 

The Do It Yourself market will 
be a growing source of the dealer’s 
volume, Moore said. He urged them 
to train employees in the selection 
and uses of materials so they could 
be of more assistance in selling such 
customers the supplies and _ tools 
they need. He pointed out the great- 
er volume and profits that come 
from selling packaged jobs on in- 
stallment terms. 

The Oklahoma Lumbermen’s As- 
sociation’s first “Training Course for 
Women in the Lumber and Build- 
ing Material Industry” was an- 
nounced at the merchandising mart. 
It will be held at the University of 
Oklahoma at Norman, January 21- 
23. This will make the fifth kind of 
OLA educational program for 1954. 
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Your “invisible salesman” 
is on the beam! 





HE T.C.IJ. Farm Newscaster in your area is a well- 
‘Th nown personality, and in most cases he is a quali- 
fied agricultural expert. He makes it his business to 
know your customers, the farmers in the surrounding 
countryside. Frequently he attends their meetings, and 
Visits with them at fairs and auctions. On occasion he 
has even broadcast his Farm News Round-Up from 
these affair 

He puts his influence and prestige to work for you 
yroadcast of the Farm News Round-Up. This 
ngs your customers the news they are really 





on every 
program Of 
interest new farming ideas, market and weather 
reports { other information that affects their busi- 
ness. And while he has them thinking about how to 
improve their farm operations, he tells them about the 
products you sell—American Fence, Tenneseal V- 
Drain Roofing and other U-S‘S Steel Products. 

Be sure you take full advantage of the efforts of your 
“invisible salesman.” Keep a full stock of U-S-S Steel 
Products on hand, including U-S-S American Barbed 
Wire, Baling Wire and Steel Posts. And remind your 
customers to listen to the T.C.I]. Farm News Program. 
It will pay off in better sales in your store. 


TENNESSEE COAL & IRON DIVISION, 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: FAIRFIELD, ALABAMA 


TRICT OFFICES: CHARLOTTE - FAIRFIELD ~- HOUSTON 


JACKSONVILLE + MEMPHIS + NEW ORLEANS + TULSA 


Here is the T.C.I. Farm News Round-Up 
program schedule: 
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Nashville WSM ....12:00 noon T. Th. Dallas-Ft. Worth WBAP .6:30 a.m. W. F, 
Atlanta WSB ......12:30 p.m. W. F. San Antonio WOAI .12:15 p.m. T. Th. 
Charlotte WBT .....12:15 p.m. W. F. Shreveport KWKH ...12:05 p.m. T, Th. 
Memphis WMC ....12:00 noon T. Th. Houston KTRH ......... 6:15 a.m. F, 
New Orleans WWL . .6:00 a.m. T. Th. Montgomery WJJJ.6:15 a.m. M. thru F, 


we SIS 


U°S°S AMERICAN FENCE 
U°S°S TENNESEAL V-Drain ROOFING 
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Northup Lists Three Recommendations 
NRLDA Will Make to Congress 


THREE RECOMMENDATIONS to 
be made to Congress and govern- 
ment agency leaders by Officials of 
the National Retail Lumber Dealers 
Assn. were explained at the annual 
meeting of the dealer organization’s 
board of directors in Las Vegas, Nev., 
September 27-October 1, by Execu- 
tive Vice-President H. R. Northup. 

He said NRLDA would urge the 
government: 

1. To strengthen and encourage 
private enterprise in its efforts to 
provide new and improved housing 
for everyone able to afford it and to 
guide local communities in assuming 
responsibility for housing welfare 
cases and for coping with overcrowd- 
ing, neglect of properties, and urban 
redevelopment. 

2. To recognize the fundamental 
principle that the government’s 
credit function should be separated 
from social and welfare functions. 

3. To maintain a credit policy 
which will stabilize the flow of pri- 
vate funds, while refraining from 
attempt to regulate the mortgage 
market arbitrarily. 

In summarizing NRLDA'’s policies 
toward Federal housing legislation, 
Northup complimented HHFA Ad- 
ministrator Cole for taking a close 
and careful look at the whole hous- 
ing picture. He expressed the hope 
that the Federal government would 
plan for normal conditions, not for 
emergencies or special welfare ob- 
jectives, in shaping its future policies. 

Northup predicted another good 
vear for the retail lumber industry 
in 1954, citing continued high em- 
ployment, heavy consumer savings, 
and the survey of business conditions 
conducted by members of the Ex- 
ecutive Committee. 

The survey of trade conditions re- 
vealed that the number of dealers 
doing more business than in 1952 or 


RUSS NOWELS is always 
in the “center of things” 
at NRLDA meetings be- 
cause he is the enthusias- 
tic “daddy” of the Dealer 
Products Data Book and 
other sales aids. In bow 
tie, at right, he is flanked 
at Las Vegas by Tom Fox, 
Santa Monica, Calif.; Phil 
Creden, Chicago: and 
Elias Nuttle, Denton, Md. 
Standing, from left, are 
Fred Stephenson, Chick- 
asha, Okla.; Deyo John- 
son, New Yorker; Harvy 
Richards, New Braunfels, 
Tex., and Maurice Large, 
Farmville, Va. 


about the same just about equalled 
those who said they were doing less, 
facing keener competition and de- 
creased net profits. About the same 
observations were made on inven- 
tories. Net profits were reported 
higher by 18 per cent, lower by 53 
per cent, and the same by 29 per 
cent. 

President Henry Munnerlyn, of 
Bennettsville, S. C., was re-elected 
for another term, as was Watson 
Malone III, of Philadelphia, Pa., vice- 
president. Fred R. Stair, of Knox- 
ville, Tenn., was succeeded as treas- 
urer by H. W. Blackstock, of Seattle, 
Wash. Professionals H. R. Northup, 
executive vice-president, and Edward 
H. Libbey, secretary, were re-elected. 

A $196,960 budget was approved 
for 1954 operations of NRLDA. This 
represents a 10-per-cent increase, 
which is to cover salary increases, 
pensions, and a continued program 
of dealer sales and operating aids. 

After praising the officers and di- 
rectoks, committee members, and 
staff for their excellent support in 
the past year, President Munnerlyn 
declared that NRLDA was dedicated 
to helping its members and their in- 
dustry wherever help was needed. 
He said that merchandising and edu- 
cation would receive special em- 
phasis during the coming year, but 
that the association also would con- 
tinue vigorously its successful work 
in the fields of Federal legislation, 
governmental and industry relations, 
and public relations. 

The Las Vegas dealer meeting 
opened with management confer- 
ences on “How to Meet a Declining 
Sales Volume” and “Employee In- 
centives.” At the former conference, 
it was agreed that many dealers 
easily can offset any drop in sales to 
the housing market by going out 
after business aggressively, spending 


their advertising dollars more wise- 
ly, stressing better employee train- 
ing, and placing greater emphasis on 
packaged selling. 

Russell Nowels, chairman of the 
Merchandising Committee, was 
awarded a Lincoln Plaque in recog- 
nition of his “outstanding services 
to the industry.” He urged members 
to use the new Merchandising Cal- 
endar as a guide to higher volume 
and better profits. Pointing out that 
the calendar was developed by a 
large number of successful and ex- 
perienced dealers, he said that it will 
help any dealer to do a superior job. 

Phil Creden, chairman of the Pub- 
lic Relations Committee, announced 
that a new type of contest would be 
held in 1954. Awards will be made 
to NRLDA dealer-members who sub- 
mit the best entries describing either 
good public relations work in their 
communities or activities which 
combine outstanding merchandising 
along with good public relations. 

Creden urged dealers to get ready 
to offer a high grade of service to the 
growing number of how-to-do-it cus- 
tomers. Dealers who neglect that im- 
portant source of volume not only 
will lose sales but also may give 
their yard and their industry a black 
eye, he declared. 

Speaking on “The Robinson-Pat- 
man Act and the Lumber Dealer,” 
Charles Price, Chicago attorney, told 
the members of their individual 
rights under that act with regard to 
the “increasingly difficult problems 
of distribution.” 

J. H. Else, NRLDA’s legislative 
counsel, pointed out that legislative 
developments in Washington have 
been slowed down by the fact that 
many agencies have not yet been 
reorganized to the point where defi- 
nite determinations of policy can be 
made. He said that lumber dealers 
and others in the light construction 
industry have a real responsibility 
of making their legislative and 
policy viewpoints known to the new 
administration. 

NRLDA will give top priority in 
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* flat button tips 


FLAT BUTTON TIPS ARE NOW STANDARD on all Stanley Hinges ... at no 
extra cost. Ball Tip Hinges continue to be available by adding “BT” after 
class number and size (as 241F —3'2 x 34% —BT). 


The hole in bottom tip 
for easy pin removal 


is exclusive with Stanley 








STANLEY || Gam 


| TOOLS 
HARDWARE’ | HEcTE Toots 


STEEL 


THE STANLEY WORKS ® NEW BRITAIN, CONNECTICUT 


“THE MOST FAMOUS DOORS IN THE WORLD SWING ON STANLEY HINGES” 
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the year ahead, he explained, to 
problems of mortgage financing and 
consumer credit, the definition of re- 
tail trade by the Bureau of the 
Budget, solution of wage-hour prob- 
lems, recognition of distribution 
problems by the Department of Com- 
merce, and relations with other 
Federal agencies. 

W. C. Bell, chairman of the Educa- 
tional Committee, described manage- 
ment conferences as a vitally im- 
portant factor in helping members 
keep abreast of modern operating 
and merchandising techniques, and 
as an indispensable tool in the in- 
dustry’s fight for its proper share of 
the consumer dollar. 

A report on the window study 
conducted by the Small Homes 
Council of the University of Illinois 
will be ready soon, according to 
Clarence Thompson, chairman of the 
Lumber Dealers Research Council, 
project sponsor. Thompson reported 
also that the study of the pre-cutting 
and pre-assembly of parts for small 
homes is about to get underway, and 
that LDRC is taking preliminary 
steps toward a study of mechanical 
handling and yard and office layout. 


Missouri Dealers Meet 


Four Missouri district lumbermen’s 
associations have scheduled meetings 
this fall. 

The Northeast Missouri Lumber- 
men’s Assn. will convene November 
12 at the Tiger Hotel in Columbia. 
The business session will be address- 
ed by J. T. Doug, National Gypsum 
Co., and Dave Livingston, humorous 
“farmer.” 

The Mo-Kan Lumbermen’s Assn. 
held its meeting October 22 at the 
Robidoux Hotel in St. Joseph. Van 
Murchie spoke. Wholesalers and job- 
bers provided the luncheon, banquet, 
and entertainment. 

The Central Missouri Lumber- 
men’s Assn. met October 29 at the 
Hotel Bothwell in Sedalia. 

Springfield was the site of the 
Ozark Lumbermen’s Assn. meeting 
on November 5. Principal speakers 
were Fred S. Stephenson, South- 
western Lumbermen’s Assn. presi- 
dent, and Ernie Mehl, sports editor 
of the Kansas City Star. 


Texas Group Expands 


The new name for the old Corpus 
Christi Retail Lumber Dealers Assn. 
in Texas is now the Coastal Bend 
Retail Lumber Dealers Assn. The 
change was made to enable lumber- 
men in other cities in the coastal 
area to join the organization. 

With Dick Watkins as full-time 
executive secretary, the Coastal Bend 
group is holding regular meetings 
and enjoying other helpful associ- 
ation services. 
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DATES FOR 1954 
CONVENTIONS 


January 11-13 — Kentucky Retail 
Lumber Dealers Assn., Brown Hotel, 
Louisville. Exhibits. 

January 27-29 — Southwestern 
Lumbermen’s Assn., Municipal Audi- 
torium, Kansas City, Mo., Exhibits. 

February 3-5 — Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
Con Hall, Atlantic City, N. J. Ex- 
hibits. 

February 17-19—Virginia Building 
Material Assn., Chamberlain Hotel, 
Old Point Comfort. 

March 12-13—West Virginia Lum- 
ber and Builders Supply Dealers 
Assn., Daniel Boone Hotel, Charles- 
ton. Exhibits. 

March 16-18 — Carolina Lumber 
and Building Supply Assn. 

March 17-18—Louisiana Building 
Material Dealers Assn., Jung Hotel, 
New Orleans. Exhibits. 

March 25-27—Tennessee Building 
Material Assn., Municipal Audito- 
rium, Memphis. 

April 5-6—Mississippi Retail Lum- 
ber Dealers Assn., Buena Vista Hotel, 
Biloxi. Exhibits. 

April 8-10—Florida Lumber and 
Millwork Assn., George Washington 
Hotel, Jacksonville. 

April 11-13 — Lumbermen’s Assn. 
of Texas., Will Rogers Coliseum, Fort 
Worth. Exhibits. 


TOMORROW'S DEALER 


This lucky young man is now study- 

ing light construction at the Uni- 

versity of Tennessee. He is Don R. 

Culp, of Donelson, Tenn., who was 

awarded the scholarship offered an- 

nually by the Tennessee Building 
Material Assn. 


More 30-Day Courses 
for Dealer Personnel 


The Educational Department of 
the National Retail Lumber Dealers 
Assn. has announced several 30-day 
training courses for employees of 
retail lumber and building material 
dealers. 

Courses to serve Southern and 
Southwestern dealers will be held 
at Pennsylvania State College, North 
Carolina State University, Georgia 
Institute of Technology, University 
of Kansas City, and Southern Meth- 
odist University. 

The courses will cover 18 product 
subjects, 14 business subjects, and 
such construction subjects as blue- 
print reading, design and construc- 
tion, estimating, and farm structures. 

Dates and further details can be 
obtained from NRLDA, 302 Ring 
Building, 18th and M Streets, Wash- 
ington 6, D. C. 


Montgomery President 


The Montgomery (Ala.) Lumber- 
men’s Assn. recently elected Wilbur 
Slauson president, succeeding Nolen 
B. Reynolds. 

Other new officers are W. Dean 
Patterson, vice-president; Rudolph 
Russell, treasurer, and N. D. Sappen- 
field, secretary. 


S. W. Assn. to Select 
“Dealer of the Year” 


Promoting better public relations 
among its members, the Southwest- 
ern Lumbermen’s Assn. has an- 
nounced a “Lumber Dealer of the 
Year” contest. 

The association provides posters 
on which individual dealers paste 
photographs and drawings of their 
yard in locations marked on the 
posters. 

The first prize-winner becomes 
dealer of the year and receives a 
plaque and $100. With certificates, 
second and third prizes are $50 and 
£25. 

Individual poster awards will be 
made in three different categories, 
with three prizes of $15, $10, and $5. 
The three categories include exterior 
appearance and operating yard lay- 
out, interior layout and merchandise 
displays, and advertising, public re- 
lations, printed forms. 

Entries will be judged on the suit- 
ability of the yard facilities to the 
size community in which the yard is 
located, so that smaller yards will 
have equal opportunity to win 
against larger yards. 

More information and entry blanks 
are obtainable from the Southwest- 
ern Lumbermen’s Assn., R. A. Long 
Building, Kansas City 6, Mo. 
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Murray 20” Window Fan 
Reversible or Exhaust— 
Only, 1 or 2 speed 


Murray fans are made in the South, with 
the Southern customer and the Southern 
dealer foremost in mind. Murray — and only 
Murray offers a complete line — a type of attic 
or window ventilating fan to fit every 
Southern home, every Southern pocketbook. 
Murray — and only Murray — offers a 
complete money-back inventory guarantee to 
its distributors. Murray — and only Murray 
— offers the best product, the best 
advertising back-up to Southern dealers. 

For full information on dealer and distributor 
franchises and free catalog, write... 


Exclusive National Sales Agents for Murray Fans 
H. C. Biglin Co., Inc 
177 Harris St., N.W 
Atlanta, Ga. 








Murray 30” Window Fan 
Reversible or Exhaust— 
Only, 1 or 2 speed 








Murray 24” Window Fan 
Reversible or Exhaust— 
Only, 1 or 2 speed 





Murray Attic Fan 
Vertical Discharge 





Murray Attic and 
Industrial Fans 
Horizontal Discharge 


Murray 16” Window Fan 
Portable room-to-room 


Company of Texas, Inc. 


VENTILATING 


FAN DIVISION ATLANTA, GA. 
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Atlantic Steel Pioneers Packaging 
of Nails in Handy Cardboard Caddies 


THE FAMILIAR wooden nail keg 
has gone the way of the old cracker 
barrel—at least as far as the nail 
output of the Atlantic Steel Co. in 
Atlanta, Ga., is concerned. For this 
steel mill has completely abandoned 
kegs and is now packaging its full 
line of nails, rivets, and staples in 
handsome fiberboard cartons. 

Called “nail caddies,” these cartons 
have double-thick side walls and 
triple-thick top and bottom. This 
makes them strong and safe, since 
there are no protruding nails or 
splinters to injure hands. 

The new Nail Caddy — each of 
which holds 100 pounds of common 
nails—is the result of four years of 
development and research by the 
International Paper Co. at its 
Georgetown, S. C., laboratory. At- 
lantic Steel is the first major nail 
producer to adopt the carton and the 
only mill to completely abandon kegs 
in favor of such packaging. 

Robert S. Lynch, president of At 
lantic Steel, explained that adoption 
of the new Nail Caddy, together with 
the installation of a new Ransohoff 
nail cleaning unit, a conveyor sys- 
tem, and automatic sealing unit 
makes our nail cleaning and packag- 
ing operation the most medern in 
the industry. 

“The new Ransohoff unit is the 
only one in which a wet mill, a dry 
mill, and weighing operation are 
integrated into one continuous auto- 
matic operation.” The conveyor set- 
up and Packomatic sealer is also the 
first installation of its kind used to 
automatically seal the new nail cad- 
dies. 

Lynch said warehousemen find 
that the Nail Caddy has many ad- 
vantages. It saves up to 25 per cent 
in storage space, stacks neatly, and 
the top and side markings aid identi- 


fication and speed the taking of in- 
ventories. 

Made in three sizes, each carton 
holds 100 pounds of sized nails, and 
weighs three to four pounds less than 
a wooden keg. They are easy to han- 
dle, palletize, and move with a lift 
truck or dolly. 

The top of the Nail Caddy is easy 
to remove or replace, and can be 
used as a “tote box.”’ With perforated 
tops removed, the caddies may be 
used as dispensers in the retailer’s 
store or warehouse. 

C. L. McGowan, wire mills super- 
intendent, reports that nails are 
cleaned faster and better by the 
Ransohoff equipment and that they 
are properly conditioned for galvan- 
nizing and gluing. Better working 
conditions have resulted with the 


reduction of dust and the entire 
operation is considerably cleaner. 

The filled nail caddies move along 
a conveyor through the Packomatic 
sealer which glues both ends. At the 
end of the conveyor line the sealed 
cartons are palletized and then mov- 
ed by fork truck to the nail mill 
warehouse. 

On the new Nail Caddy, the Dixi- 
steel trade-mark immediately identi- 
fies it as an Atlantic Steel product. 


More Certain-teed Siding 


The Certain-teed Products Corp., 
Ardmore, Pa., has purchased a site in 
Tacoma, Wash., to erect an asphalt 
roofing and siding plant. The site is 
11 acres of tideland reclaimed by the 
Port of Tacoma Authority. 

This increased production will en- 
able the Richmond, Calif., plant to 
channel its entire production to the 
Southwest area. 


A-M Pipe Makers Largest 


Following its acquisition of con- 
trolling interest in the Universal 
Concrete Pipe Co., Columbus, Ohio, 
the American-Marietta Co., Chicago, 
has become the nation’s largest 
manufacturer of concrete pipe. 

Universal, with 26 strategically- 
situated plants, became an Ameri- 
can-Marietta subsidiary early in 
September. Harry J. Hemingway, 
president of American-Marietta, is 
Universal’s new president. H. X. 
Eschenbrenner, founder, remains 
with the company in a consulting 
capacity. Universal’s H. E. Eschen- 
brenner, J. C. Merritt, and T. H. 
Monaghan have been elected vice- 
presidents. 

The exclusive Tunneliner and Lo- 
Hed pipe of the Lamar Pipe and 
Tile Co. and the pre-stressed concrete 
bridge sections of the Concrete Prod- 
ucts Co. of America, will be made 
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Left: Each Ransohoff cleaning unit fills three 
caddies with nails at a time. One man sets 
the boxes, closes lids, and places on conveyor. 
Caddies are palletized, moved with fork-lifts. 
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This new Wallace floor 

and window display unit 

increases square-footage 

sales because it previews 

the advantages of floor-to- 

ceiling Wallace Decora- 

tive Wallboard covering. 

The Salesmaker Display 

Unit gives the customer 

an accurate idea of how 

the finished job will look 

and, instead of buying 

only enough wallboard 

for the wainscoting, he can now see at a glance 

the added beauty and convenience of full-wall 
and ceiling installation. 

Each display unit holds 20 sliding panels 

(16” x 20”) of Wal-ite, Grani-lite, Satin-lite 


ios 
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and Leatherboard which allow the clerk or 
customer to build a miniature demonstration 
wall in any color or pattern combination. This 
method of display employs the basic principles 
of selling—it gives customers an opportunity 
to handle merchandise, to get the feel of the 
product and to visualize exactly what they're 
getting for their money! 

Overall measurements of the Salesmaker Dis- 
play Unit are only 27” wide, 11” deep and 
4512” high. Although the unit occupies little 
floor space, it’s the most effective selling display 
ever developed by the industry! 

Wallace dealers who are using the Salesmaker 
Display Unit report excellent sales results! You, 
too, can profit from this novel merchandising 
display. 

For complete installation information, see your 
jobber or write directly to the factory. 


. 
f (pourln 
VE cs > \ Member 
i gS i Prefinished Wall Panel 
NES - , Council Wo tce 
ST MANUFACTURING CO. 
10th and Fayette North Kansas City, Mo. -, 
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Ordinary uncoated spring 


(PATENT APPLIED FOR) 


SPRINGS 


Here’s a new exclusive feature 
for Zegers Dura-seal 
Combination Metal Weather- 
strip & Sash Balance! 
Counterbalancing springs are 
Si-Vel processed and coated 
to eliminate all noises. 

A velvet-like finish, actually 
baked on the galvanized steel 
springs, assures absolutely 
silent opening and closing of 
wood windows. It’s the most 
important window equipment 
development since the one- 
piece jamb member... 
another Zegers “‘first’’! 

Get complete information on 
this remarkable innovation 
now! Builders, see your 
Lumber Dealer;—Lumber 
Dealers, see your Sash and 
Door Jobber or Millwork 
Manufacturer. 


available to customers of Universal. 
Universal’s package bridges and pre- 
cast flat-base pipe will be offered to 
customers of Lamar and Concrete 
Products. 


Zonolite Expands Output 
in Texas and Louisiana 


New vermiculite processing plants 
in New Orleans and Dallas have been 
acquired by the Zonolite Co., Chi- 
cago, it was announced by President 
Andrew T. Kearney. 

In New Orleans, the company has 
taken over the plant of the former 
Southern Mineralite Co., Inc., at 
2912 Burgundy St. C. G. Moody is 
manager of the plant. It will process 
vermiculite ore for use in Louisiana 
and southeastern Texas. The Zono- 
lite sales representative appointed to 
serve the new area is John A. Mc- 
Eachern. 

The Texas Vermiculite Co., a Zono- 
lite subsidiary, will move its main 
office from Burnet, Tex., to 2651 
Manila (Harry’s) Rd., Dallas, which 
plant was formerly operated by an- 
other building materials firm. 

Vermiculite processing equipment 
has been installed in the new Dallas 
plant, which will supplement opera- 
tions at Burnet. R. B. Moran is 
general manager of the Texas 
Vermiculite Co. 


Reports on Europe 


Charles Silvers, President of 
Adams Engineering Co., Inc., Miami, 
Fla., manufacturers of ABC jalousie 
windows, recently returned from a 
three months’ motor tour of Europe. 

“Insofar as European production 
methods and techniques are concern- 
ed,” Silvers asserted, “there is abso- 
lutely no comparison. We, in this 
country, are so far ahead of the 
Europeans in every way that com- 
parison would be ludicrous.” 


COMBINATION 
METAL WEATHERSTRIP 


SASH BALANCE Handles Hardboard Sales 

The Oregon Lumber Co., Dee, 
Ore., has established an industrial 
sales division to direct nation-wide 
sales of Allwood hardboard. Allwood 
sales formerly were handled through 
the Simpson Logging Co. The $3,- 
000,000 plant at Dee has a daily 
capacity of 180,000 square feet of 
hardboard. 

R. D. McDonnell was named sales 
manager for the new division, with 
headquarters in Los Angeles. He has 
had 16 years of experience in the 
lumber industry. Formerly he oper- 
ated his own wholesale business and 
has held executive positions with 
major companies. 


ZEGERS INCORPORATED 
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from Mr. W. S. Walters, Executive Vice President of 
Fischer Lime and Cement Company, Memphis, Tennessee 


ABOVE: Fischer Lime and Cement Company, Memphis, Tennessee serves west- 
ern Tennessee with construction materials and ready mixed concrete. AT 
RIGHT: Workhouse Bayou Pumping Station, Memphis. Ready mixed air en- 
trained concrete furnished by Fischer Lime and Cement Company. 


Const ruction men everywhere are agreed on the 
many advantages of air entrainment in the con- 
crete that they mix. 

But W.S. Walters, Executive Vice President 
of Fischer Lime and Cement Company, Mem- 
phis, is one of the many concrete experts who 
know that to get the required results from air 
entrained concrete you must be careful to mix 
the required ingredients. He knows that the 
amount of air actually entrained in concrete is 
influenced by many factors in addition to the 
amount of air entraining agent in cement... 
also, that different jobs often require different 
degrees of air entrainment. He knows that no 
air entraining cement, regardless of brand, is 


perfect for every job, every time. 

That’s why Mr. Walters says—‘‘Whether they 
want building materials or ready mixed concrete, 
our customers always get their orders filled accu- 
rately. To insure accuracy in air entrained con- 
crete we always add the agent at the mixer.” 

On your next concrete job... let the “‘pre- 
scription” technique pay off for you, too. 


* * * 


If you have any problems or questions on the 
use and mixing of air-entrained concrete, 
a Marquette Service Engineer will be glad to 
help and advise you—contact any Marquette 
office. 


Wlarqgueive Coment 


MANUFACTURING 


COMPANY 


SALES OFFICES: Chicago « St.Louis * Memphis * Jackson, Miss. © PLANTS: Oglesby, Ill. 
Des Moines, la. * Cape Girardeau, Mo. * Nashville, Tenn. * Cowan, Tenn. * Brandon, Miss. 


PORTLAND e HIGH EARLY STRENGTH e AIR ENTRAINING e MASONRY . 
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NORMAN L. BARR is the new At- 
lanta district manager for the Keas- 
bey and Mattison Co., makers of 
asbestos-cement shingles. A native of 
Philadelphia, Pa., he succeeded the 
late F. C. Alexander in the area em- 
bracing Alabama, Georgia, Florida, 
Tennessee, and a part of South Caro- 
lina. Barr is a graduate of Bowdoin 
College in Maine. He served for five 
years as a K&M salesman in Okla- 
homa and Texas before his promotion 
to the Atlanta managership. 


Kirby Forest Dedicated 


The John Henry Kirby State 
Forest, 16 miles south of Woodville, 
Tex., was dedicated October 6. The 
late Kirby was founder of the Kirby 
Lumber Corp., and a pioneer in the 
east Texas lumber industry. 

H. M. Seaman, president of the 
Texas Forestry Assn., spoke at the 
ceremony, which was arranged by 
the Woodville Chamber of Com- 
merce. 


Pre-Fab Institute 
Adds Nine New Members 


About 100 officials representing 49 
member companies attended the fall 
meeting of the Prefabricated Home 
Manufacturers Institute at the Sham- 
rock Hotel in Houston, Tex., October 
25-27. 

Albert M. Cole, administrator of 
the Housing and Home Finance 
Agency in Washington, was principal 
speaker. 

Nine new companies were admit- 
ted as members. Southern members 
added were Prefabricators, Inc., An- 
napolis Junction, Md., and Wilson 
Homes, Inc., St. Louis, Mo. 
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NEWS about MANUFACTURERS 


LOS ANGELES, CALIF.: The 
Western Lock Manufacturing Co. re- 
cently announced that it would han- 
dle its own distribution of Weslock 
locks throughout the world. They 
were formerly distributed by the 
Westwood Manufacturing Co. 


NEW YORK, N. Y.: S. M. Jenks 
has been appointed to the newly- 
created post of assistant executive 
vice-president — operations for the 
United States Steel Corp. John H. 
Elliott succeeded Jenks as_ vice- 
president of steel operations, and 
E. H. Gott filled Elliott’s former po- 
sition as general manager of steel 
operations. 


HOUSTON, TEX.: The Corrulux 
division of the Libbey-Owens-Ford 
Glass Co. has installed new auto- 
matic equipment for the manufacture 
of its fiber-glass reinforced trans- 
lucent plastic panels. The ultimate 
aim of this expansion program is to 
increase production capacity 80 per 
cent. 


DALLAS, TEX.: Jack Bernard has 
been appointed representative of the 
Yoder Manufacturing Co. in Texas, 
Oklahoma, and Louisiana. He handles 
the complete Yoder line of hardware 
specialties and other products. 


COLUMBUS, OHIO: Aubrey V. 
Baber has been appointed sales man- 
ager of the Tectum Corp., makers of 
a new roof decking material of wood 
fibers and a chemical binder. He 
formerly was with the Kaylo Divi- 
sion of the Owens-Illinois Glass Co. 


CINCINNATI, OHIO: Martin V. 
Coffey, general sales manager of the 
Philip Carey Manufacturing Co., has 
again been appointed to the planning 
committee of the Asbestos-Cement 
Products Assn. 


COSHOCTON, OHIO: H. Arthur 
Howe, manager of the General Elec- 
tric Company’s laminated plastics 
plant here since December, 1951, has 
been promoted to manufacturing 
manager of the laminated and insu- 
lating products department. 


WARREN, OHIO: Harry H. Arm- 
strong has been appointed to handle 
distributor sales for the building 
products division of the American 
Welding and Manufacturing Co. He 
has had previous experience with the 
F. C. Russell Co. and the Reynolds 
Metals Co. 


LOUISVILLE, KY.: General Elec- 
tric recently played host to some 250 
Southeastern real-estate men and 
their wives during the regional meet- 
ing of the National Assn. of Real 
Estate Boards. They toured G-E Ap- 
pliance Park. 


ROCKMART, GA.: The Georgia 
Lightweight Aggregate Co. recently 
started production of expanded slate 
aggregates in its ultra-modern plant. 


HADDONFIELD, N. J.: H. L. Ven- 
nell and Son have been appointed 
manufacturer’s agents for J. M. J. 
Industries, Inc., of Belleville, Ill. 
They will serve Delaware, Maryland, 
Virginia, the District of Columbia, 
and several Northern states. 


HOUSTON, TEX.: New technical 
director of the Corrulux Division of 
the Libbey-Owens-Ford Glass Co. is 
Raymond W. Meyer. For the last five 
years, he has been active in the de- 
velopment of techniques involving 
the use of fiber glass for reinforce- 
ment of plastics. 


DALLAS, TEX.: The Porter-Cable 
Machine Co. of Syracuse, N. Y., 
maker of portable electric tools and 
industrial grinders, has opened its 
eighth factory sales and_ service 
branch at 1712 South Akard Street in 
Dallas. Leonard P. Harvey supervises 
this branch. 


BOSTON, GA.: Suwanee Mills, 
Inc., opened its new $40,000 plywood 
plant in August. 


SAN MARCOS, TEX.: W. B. (Bill) 
Cunningham, representative of the 
National Plan Service, has moved his 
family to San Marcos and will travel 
Texas from that central location. 


ST. LOUIS, MO.: The soil condi- 
tioners and agricultural and special 
chemicals sales groups of the Mon- 
santo Chemical Company’s Organic 
Chemicals Division have been con- 
solidated into one department, 
known as “agricultural chemicals.” 
Herbert C. Koehler is manager of 
the new department. 


CHARLESTON, W. VA.: The 
Crunkleton Co. has been appointed 
distributor of the full line of ma- 
terials-handling equipment made by 
the Clark Equipment Co. 


SAN ANTONIO, TEX.: Harry Rob- 
ertson has been named sales rep- 
resentative for Insulite building 
products in south central Texas. He 
majored in architecture at the Uni- 
versity of Houston. 


NEW YORK, N. Y.: The Yale and 
Towne Manufacturing Co. has estab- 
lished a new division, the Powdered 
Metal Products Division. It will unify 
under one management the newly- 
acquired Powdered Metal Products 
Corp. of America, Franklin Park, II1., 
and the American Sintered Alloys 
Division, Bethel, Conn., acquired by 
Yale and Towne in 1952. George L. 
Bachner has been appointed general 
manager of the new division. 
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Color-Grained Siding was selected for this 1421 unit 
housing project at the Cherry Point, N. C., Marine 
Corps base. Builders were Phillips, Bonin & 


Covington. 


3-WAY BENEFITS 
SPEED SALES... 


g1aind To =BOOST PROFITS 


You can cash in with Ruberoid’s Color- 
Grained Siding, because it offers homeowners 
a new kind of beauty and long-range economy. 
It’s the big seller in the re-siding market. And 
for builders—whether they’re building 1 house 


or 1421, it offers three big advantages: 


COLOR THAT SELLS — Color-Grained Siding 
was designed by a leading professional deco- 
rator in a range of distinctive two-tone colors 
that pack a powerful sales punch with every 
prospect. For variety in large projects builders 


can mix the colors. They harmonize beauti- 


BEAUTY THAT LASTS — Color-Grained Siding 
is made from durable asbestos-cement that 
neither builders nor customers ever need paint. 


And.wonderful new Duroc adds a protective 


and weather. Tell your prospects how Color- 


Grained Siding ends upkeep for keeps. 


COSTS CUT 77% — Color-Grained Siding cuts 
siding costs as much as 77% when compared 
with conventional painted wood siding. To 


some builders this has meant savings of $650 


fully with each other. and more per house. 


Call your Ruberoid salesman for full details or write for free illus- 
trated folder. The Ruberoid Co., 500 Fifth Ave., New York 36, N. Y. 


*Patent Nos. 2307733, 2307734, others pending 


The RUBEROID Co. 
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ASPHALT AND ASBESTOS BUILDING MATERIALS 








PRODUCT PARADE 





“BRUSHED” PLYWOOD 


Sea Swirl, a “third-dimension”’ ply- 
wood in which softer summer wood 
has been brushed out to leave an 
etched effect, is now offered with 
knots. 

Knotty Sea Swirl is made in 4’x8’ 
panels, with other sizes available on 
request. It is especially suitable for 
installations where a more rustic 
effect is desired. 

Write for P462. Use coupon below. 


HARDBOARD PANELING 


Marlite Plank and Block, a new type 
of prefinished hardboard paneling, 
does not require adhesive and divi- 
sion moldings. 

The planks and blocks are easily 
installed by carpenters or home 


craftsmen. The products are said to 
feature the first successful tongue- 
and-groove joint for materials of 
3/16” or less in thickness. 

Panels are made in two 16” sizes— 
16” wide and 8’ long, and 16” square. 
They are made in 10 colors. 

Write for P463. Use coupon below. 


MODERN WALL COVERING 


U. S. Plywood’s new Kalitex pattern 
is an embossed vinyl plastic sheet in 
a distinctive burlap weave. 

Unlike most plastic wall coverings 
with a surface covering imposed 
upon fabric or with a pigmented film 
of plastic, Kalitex features color ap- 
plied to the back of transparent 
vinyl resin sheeting. Thus the color 
can’t be touched or damaged. A wide 
range of colors is offered. 

Kalitex is applied on any firm 
backing surface and for maintenance, 
requires only wiping with a damp 
cloth. 

Write for P464. Use coupon below. 


LOUVERED DOOR 


The Sun-Air flush door, designed for 
indoor-outdoor living, features glass 
louvers in the upper part. No drafts 
are possible, since the louvers are 
self-sealing. 

The Sun-Air is equipped with a 
rust-proof steel screen and is faced 
with hardwood plywood. It is guar- 
anteed against warping, twisting, or 
other defects. 


Dimensions are 1%” thick, 2’8” 


wide, and 6’8” high. It has 214” stiles 
and rails, ventilated core, lock blocks 
two sides, and is hot-plate pressed 
and belt-sanded. 

Write for P465. Use coupon below. 


SAFE DOOR STOP 


Safe-T-Flex is a new-style door stop. 
Conventional in appearance, it is 
different in that it is held close to the 
wall plate by a spring. This spring 
gives when the door stop is knocked 
or pushed, so that the stop moves 
rather than injuring one who ac- 
cidentally runs into it. 

It also prevents marring of objects 
that may strike it during moving. 
The stop automatically jumps back 
in place when moved. Since children 
can not stand on the stop, :they can 
not break it or bend it out of shape. 
The tip is of hard rubber. 

Write for P466. Use coupon below. 


HOT-AIR DIFFUSERS 


Air Control has introduced two 
new diffusers for hot-air perimete1 
heating systems. 

The No. 42 floor diffuser features 
a new wafer-thin, counter-operating 
valve with curved vanes to give 
lower resistance, plus better control 
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of the air pattern. It permits the 
system to be balanced at the diffuser oe € Ww os T Y Pp ig 
face. It is made in four sizes—10”x4”, 
12”x4”, 14”x4”, and 14”x2%4”, with 
Metalescent or oak finish. S Cc R E E si Ss & p a Som T  ° 

The No. 180 series diffusers, de- 
signed for installation along the i) oO D & p sj 
baseboard in perimeter heating sys- 
tems, give uniform air distribution 
without turning vanes or other re- 
sistance-increasing devices. They are 
available as a single unit or in multi- 
ples to form a continuous baseboard 
along walls. They blend inconspi- 
cuously into the baseline. 

Write for P467. Use coupon page 60. 


0 
OOOX? 
A" 


0 


( 
XY 


XXXXXXX) 
ROR 
BKK 


¢, 
: 


LIGHTWEIGHT CHAINS 


x) 


A new chain for decorating parks, 
boulevards, lawns, monuments, and 
other restricted areas is made of non- 
rusting aluminum. PEASE-FABRICATED HOMES, Hamil- 

This Bison chain is light, strong, , ton, Ohio, offer one of the most versatile 
and enduring. It weighs one-third | : (i 
what a comparable iron chain would ‘ ‘ ra torate: as optional equipment. The Kirkwood 
and needs no maintenance. " SS model is shown here. 

Write for P468. Use coupon page 60. 
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CONTACT BOND CEMENT 


Appealing to the Do-It-Yourself 
market, Formica has introduced a 
new contact bond cement for instal- A 4g nN:O PAINTI N G 
ling this laminated plastic on counter is 
tops, tables, cabinets, and other Nes 
places where a mar-resistant surface 4 ’ y NO RUSTING 
is useful. 

By eliminating the requirement of 





home handyman to do his own work, 
and enables builders to make greater 
use of unskilled labor. : 5 


pressure, this cement enables the ee yg L w Ww ¢ oO &, T 





Behind the introduction of this '_-= 


new cement, the manufacturer has 


* > wa8 
scheduled a comprehensive advertis- Hite, : s 
ing program for consumers, offering = 
an instruction booklet with step-by- oe . 


step procedure for applying Formica. 
Ad mats, stuffers, and other sales 


aids are available for dealer tie-ins. TENSION 
Write for P469. Use coupon page 60. ALUMINUM FRAMELESS SCREENS 


“Sten ~~ 
“== 





Cash in on the new trend in modern screening ... feature the popular new 
Keystone Aluminum Frameless Tension Screens for all double-hung windows! 


PLASTIC WEATHERSTRIP Ideal for new or old homes... apartments... motels... cottages ... everywhere! 


Appealing to the Do-It-Yourself Easily installed—no heavy frame + to cut or fit. Saves 25 minutes per window in 
market is a new plastic weather- installation time. A neat d attractive full-length, low-cost screen of out- 
stripping that is installed with only 
a hammer and ordinary scissors. 
Color-matching tacks are provided. 
It sells for about 10 cents a foot. 
Called Adjusto-Seal, it is a com 
panion to the metal-faced door bot- 
tom strip of the same name. KEYSTONE WIRE CLOTH CO. 


Write for P470. Use coupon page 60. seses, Dept. L-15 , Hanover, Pa. 


Without obligation, send me complete de- 


standing /ong life. Seals tight—with exclusive free floating sill bar... assures 
snug fit at bottom... adjusts screen to uneven or off-level sill. Many more 
that mean profits for you! Send today for details. 


tails on Keystone Aluminum Frameless Tension 


OUTDOOR INCINERATOR 


An all-weather outdoor incinerator, 
the Majestic model 2000, is designed 
to handle all burnable trash. Com- 
pletely enclosed in a heavy-gauge 
outer casing, the unit is entirely fire- Patented tension catch 
safe. at sill holds Ke 
The enclosed bottom and cylindri- renee ar eee 


Screens 
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cal shape make it possible to roll the 
burner from one spot to another. An 
8” high-spark arrester prevents fly- 
ing debris. It has a two-bushel ca- 
pacity. It is 21” in diameter and 41” 
high. 

Write for P471. Use coupon page 60. 


DOUBLE PAINT ROLLER 


A new Bestt paint roller, the Duo- 
Mechanic Rollr, features a “T” 
shaped design. A separate roller is 
on each side of the “T,” eliminating 
the usual side attachments to the 
handle that prevent getting the roll- 
er edge in corners or next to wood- 
work. The design also permits better 
balance. 

The Duo-Mechanic is made in 
three sizes—8”, 11”, or 14” wide, with 
either slip-on covers or with a hard- 
wood core. 

Write for P472. Use coupon page 60. 


TEXTURED PLYWOOD 


Ripplewood is a new textured, high- 
ly-grained plywood wall paneling by 
Georgia-Pacific. 

Made from old-growth Western 
upland hemlock, Ripplewood is 
specially processed to accentuate the 
wood’s swirling grain. The panels 
are sealed with a new type of resin 
slightly pigmented with white and 
can be installed without priming. 

Ripplewood comes in 4’x8’ panels 
and in 12” and 16” squares, 5/16” 
thick. Panels of greater thickness are 
available on special order. They can 
be nailed directly to wall studding 
or ceiling joists. 


Write for P473. Use coupon page 60. 


DURABLE WALL TILE 


Aztec low-cost wall tile is said to be 
practically indestructible — resisting 
scratches, dents, acids, and flame. 

It is made by welding heavy layers 
of special paper together with syn- 
thetic resins into a substance as hard 
as mild steel. Design and color are 
preserved under the glass-like sur- 
face. The tile’s light weight permits 
its installation on walls without al- 
lowing for increased weight of ce- 
ramic tile. 

Aztec tile is made in two sizes 
41,” squares and 9” squares. 

Write for P474. Use coupon page 60. 


RADIANT CEILING HEAT 


“PG” pre-formed grids of copper 
tube simplify installation of radiant 
panel ceiling heating, thereby cut- 
ting labor costs considerably. They 
are said to be the first packaged 
panel grids for the building industry. 

The grids are made of *%” type L 
copper water tube. Each panel grid 
contains about 50 linear feet. At 
normal 6” spacing on the centerline, 
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the PG is rated at 1,800 BTU. Grids 
are easily solder-connected in series 
without need of fittings. 

Write for P475. Use coupon page 60. 


BOOK BINDING KIT 


A new aid to salesmen in keeping 
catalog sheets and other data to- 
gether and neat is a new book-bind- 
ing kit. 

Consisting of a Tauber hole-punch- 
ing machine that punches about 15 
sheets at a time and plastic tubes 
that are quickly inserted by hand, 
the kit permits a “professional” job 
on dealer-made catalogs and book- 
lets. 

Prices for the three-punch kit is 
$16.90; for the four-punch kit, $29.90. 

Write for P476. Use coupon page 60. 


FOLDING WOOD RULE 





The No. 126F Stanley green-end 
folding wood rule is the third in a 
series featuring a new type of mark- 
ing—sticks that open to even num- 
bers only. Carpenters doing ‘on 
center work” can use this new rule 
for quick reference to many com- 
mon space modules, such as 16”, 18”, 
and 32”. 

Square ends and even numbers 
give the rule utmost utility as a 
pocket-size marking gauge, with 
figures lying close to the work. It is 
plastic-coated to last four times 
longer. 

Write for P477. Use coupon page 60. 


LOAD-BEARING TILE 


“Uniwall” is a new line of load- 
bearing facing tile that makes pos- 
sible single-unit wall construction 
with finished facing inside and out. 
The interior surface is ceramic-glaz- 
ed. The exterior finish is natural buff 
unglazed Rug-Tex. 

Made in modular dimensions, Uni- 
wall units are made with a jamb slot 
to receive the “fin” of a metal win- 
dow or the blind stop extension of 
a wood window. 

A complete line of glazed shapes 
are made to supplement standard 
units. 

Write for P478. Use coupon page 60. 


7” PORTABLE SAW 


The Power-Guide, a new 7” portable 
electric saw, weighs only 11% 
pounds. It will mitre a 2” plank at 45 
degrees and has a shoe adjustment 


for slotting from 4%” up to 2-7/16” 
deep. 

With special blades it will cut 
steel, tile, brick, concrete, or cor- 
rugated metal, yet its over-all di- 
mensions are only 12” by 1244”. The 
motor is to the left of the blade to 
insure balance and safe control at all 
times. 

Write for P479. Use coupon page 60. 


MASONRY OIL PAINT 


Cindrseal is a new oil-base masonry 
paint for use on interior or exterior 
surfaces. It is said to seal and color 
all types of masonry with one coat. 
Special fungicidal agents have 
been used in the formula for resist- 
ance to the deteriorating action of 
mold, mildew, and other types of 
fungus resulting from damp walls. 
It is said that the disintegrating in- 
fluences of lime, salt, and alkalies 
will not affect the color pigments. 
Write for P480. Use coupon page 60. 


FOR REPLACING LOCKS 


The Schlage all-purpose boring jib 
with re-boring attachments simplifies 
the problem of accurately replacing 
old locksets. It insures against errors 
in measurements and cuttings, mak- 
ing measurements automatically. 

The only measurement is the dis- 
tance from the floor to the center of 
the latch hole. An adjustable marker 
locates the desired backset — 23%”, 
2%”, or 5” — and marks the point 
for cutting the lock hole. 

Write for P481. Use coupon page 60. 


INSULATING SIDING 


A new color-grained insulating sid- 
ing creates a three-dimensional ef- 
fect through use of vertical grooves 
and shading variations. 

Called Colorized Dual-Tone, the 
new asphalt siding comes in panel 
sizes of 10” by 48” by 5”. Four colors 
— silver-white, silver-green, silver- 
blue, and golden-ivory — offer a 
variety of exterior color schemes. 

Write for P482. Use coupon page 60. 


SANDER-POLISHER 


A lightweight and quiet straight-line 
action electric sander-polisher, the 
WEN Quick-Hot electronic soldering 
and plastic cutting gun sands or 
polishes right into the corners of the 
work. 

The polishing cloth is quickly sub- 
stituted in a snap-lock gripper for 
use on the family car, furniture, 
metal trim, and other surfaces. 

This WEN unit operates on 110-120 
volts AC, 60 cycles, 25 watts. The 
sanding area totals 13% square 
inches. Suggested retail price is 
$13.95. 

Write for P483. Use coupon page 60. 
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Hal's HUNCHES 


New items dealers may find 
profitable to sell - - or use 








GLASS POLISHER. Glass Center 
Enterprises offer a new 7-pound port- 
able polisher for removing light 
scratches from mirrors, windows, 
auto windshields, and other glass 
products. It is powered by a 115-volt 
AC or DC motor. The white wool 
felt polisher is 3” in diameter. 
Write for P433. Use coupon page 60. 


CONCRETE ANCHOR STUDS. New 
concrete anchor studs are designed 
by Nelson to simplify fabrication and 
improve quality of steel curb angles, 
trench frames, column guards, joists, 
and other structural members to be 
anchored in concrete or masonry. 
Write for P434. Use coupon page 60. 


LUCITE TOWEL RING. As a mod- 
ern touch to bathrooms, the Hall 
Mack stirrup-type towel ring fea- 
tures a chrome wall mounting that 
holds a lucite ring. The 6” ring is 
swivel-attached. 

Write for P435. Use coupon page 60. 
HIGH-RATED FLOOR FURNACE. 


A new Oran Shallo-Well, gas-fired 
floor furnace is rated at 90,000 BTU 


input and 67,500 BTU output, said to 
be the highest rated gas-fired floor 
furnace made for heating smal] 
homes. Specially-designed, the cold- 
air returns are said to assure heating 
of hard-to-heat places. 

Write for P436. Use coupon page 60. 


NATURAL STONE. Lenroc stone is 
precut in the quarry. This blue-gray 
silica stone is available in a subtle 
range of tones from tan through 
brown and rust. The pre-determined 
face heights eliminate waste and 
trimming on the job. 

Write for P437. Use coupon page 60. 


ADJUSTABLE PICTURE HANGER. 
The Rite-Hite picture hanger is made 
of plastic in decorator colors. Ridges 
provide five different levels upon 
which a picture can be hung without 
removing the nail and hanger from 
the wall. It will hold pictures weigh 
ing up to 15 pounds. 


Write for P438. Use coupon page 60. 


PLASTIC WINDOW FRAME. Plyco 
is claimed to be the first molded 
plastic window frame unit. It is said 


not to shrink, swell, rot, or rust, and 
never to need refinishing. The Plyco 
unit consists of a frame, glazed sash, 
and a combination storm and screen 


- unit. Various models are designed 


for basements, utility rooms, houses, 
barns, and industrial buildings. 
Write for P439. Use coupon page 60. 


TABLE FOR PORTABLE SAW. A 
new Porter-Cable table is used to 
convert a portable electric saw into 
a table saw. Light in weight, it is 
made of rigid steel, and has an angle 
gauge and fence. It fits seven hand 
saws. 

Write for P440. Use coupon page 60. 


PLASTIC SPRAY. Acrolite plastic 
sprays are now Offered in new ex- 
plosion-proof cans with a push but- 
ton that releases the spray for quick 
use. These finishes are used on wood, 
metal, paper, and most any other 
surface, including chipped appliance 
surfaces. They are used to waterproof 
and insulate all wire and ignition 
systems and to prevent rust and 
tarnish on metals. The new contain- 





when 
better 


Every How-ell-dor—residential, commercial and industrialam 


is a study in classic styling and beauty of design. 


Equally important are its ease of installation and 


operation, its quality workmanship and materials. 


Now, all How-ell-dors* are equipped with the 
NEW HOW-ELL-TITE TRACK, featuring hardware that is 


precision-engineered for weather-tite fit and 


extra durability. Truly, ‘How-ell-dor Hardware is 


Over 40 stock 

sizes for immediate 

delivery. Custom-built 

sizes and designs are a specialty. 


There's a How-ell-dor 
Electric Operator for every 
type of sectional garage door. 


modern garage door. . 


Designed for Hard Wear.’ Inside 


. the How-ell-dor is the 
. at its best! 


or out.. 


excepting the low-cost 
El Dorado residential model. 


Write for FREE '53 Catalogs 


THE HOWELL MANUFACTURING CO. 


7206 Hasbrook Avenue 
Philadelphia 11, Pa. 
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ers feature a safety valve that re- 
leases pressure when temperature 
reaches 210 degrees. 


Write for P441. Use coupon page 60. 


MARKING TAPE. For carpenters, 
Scotch brand marking tape No. 259 
has a special paper backing that is 
imprinted every 16” to indicate the 
16”-on-center mark for stud, joist, 
and rafter locations. It sticks with 
slight pressure, and is dispensed by a 
model M-79 applicator. It comes in 
360’ rolls %” wide. 


Write for P442. Use coupon page 60. 


MASKING TAPE. Scotch brand 
masking tape for painting, sealing, 
and other home uses comes in a 300” 
roll, 1%” wide. Each carton of 12 
rolls becomes a counter display with 
the top folded back, which contains 
pictures and descriptions of uses. 
Write for P443. Use coupon page 60. 


INSULATED BUSHINGS. Insuliner 
sleeves comply with the new re- 
quirements of the National Electrical 
Code for insulated bushings in al- 
most all locations. This insulated 
sleeve is a split-fiber tube that is 
slipped by hand inside a standard 
conduit bushing to insulate it and 
the conduit end on which it is 
mounted from wire running through 
the conduit. 

Write for P444. Use coupon page 60. 


IMPROVED CONVEYOR. The re- 
designed Rapistan LS aluminum belt 
conveyor now features increased 
load capacity, handy belt-pitch ad- 
justment, and price reductions. It is 
made in 10” and 16” widths and five 
lengths ranging from 11’ to 21’. 
Write for P445. Use coupon page 60. 


LINOLEUM TILE PATTERNS. 
Three new patterns have been added 
to Armstrong’s light-gauge Marbelle 
linoleum tile line. Pattern No. 021 
combines black and white .. . 024 
combines gray, red, and black. No. 
032 combines gray, ivory, and black. 

Write for P446. Use coupon page 60. 


PORTABLE HEATERS. The Sonic- 
Ray line of portable space heaters 
includes several new models. The 
model “T” is rated at 85,000 BTUs 
and is thermostatically controlled. 
Model “W” is a combination water 
and space heater rated at 85,000 
BTUs with a capacity of 100 gallons 
an hour at 125 degrees F. Models 
“AD,” “AF,” and “AT” are rated at 
50,000 BTUs and are used for perma- 
nent or semi-permanent installation. 

Write for P447. Use coupon page 60. 


CLOCK AND DOOR CHIME. Nu- 
Tone model K-35 combines a door 
chime box with a clock that can be 
recessed or surface mounted. Only 
8” square, the time-piece has satin 
chrome bezel with white perforated 
grille. The frame can be painted to 
match the wall. 

Write for P448. Use coupon page 60. 


PROTECTS TRUCK LOADS. To 
overcome spreading difficulties that 
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occur in open or closed trailers and 
farm trucks, the Canton anti-spread 
kit has been introduced. It is used 
wherever an adjustable load bearing 
support is required. Forged eye bolts 
are secured to trailer sides, then 
chain slack is taken up at the middle 
and secured. 


Write for P449. Use coupon page 60. 


HEATING UNIT. The _ National 
Packet-Model “K” is an oil-fired, 
factory-assembled, all-in-one auto- 
matic heating unit of kitchen counter 
height. It is designed for installation 
in small homes, motels, service sta- 
tions, and apartment units. Also pro- 
vided is a room thermostat and an 
automatic draft regulator. 

Write for P450. Use coupon page 60. 


PAPER DROP CLOTH. The Fibro 
paper drop cloth and protective cover 
is a new all-purpose, heavy-duty 
Krinkle Kraft cover that permits 
easy handling, even by women. They 
are said to stand rough abuse and to 


be used many times to protect rugs 
and furniture from paint, dirt, and 
stain. They are also being used to 
protect shrubbery and pavement 
during exterior painting. 

Write for P451. Use coupon page 60. 


INDUSTRIAL WIPER. A new Scott 
“Perf-Embossed” industrial wiper is 
chemically treated for greater 
strength when wet. The wipers are 
packaged in a compact box contain- 
ing 125 wipers. They are highly 
absorbent and easily disposable. 
Write for P452. Use coupon page 60. 


NON-FREEZING OUTSIDE FAU- 
CET. The JK outside wall faucet has 
the appearance of usual wall faucets 
on the outside, but cuts the water 
supply off several inches inside the 
exterior wall when the handle is 
turned. This eliminates having to 
cut off water supply inside during 
freezing weather. 

Write for P453. Use coupon page 60. 


ADJUSTABLE BIT GAUGE. The 
Stanley No. 47 bit gauge is fully ad- 
justable and quickly attached to the 
shank of any auger bit from 3/16 to 
16/16 sizes. When the pre-determined 
depth of the hole is reached, the tip 
of the spring contacts the surface of 
the wood. If boring continues, the 
spring bends but won’t mar the sur- 
face. Suggested retail price is 85 
cents. 

Write for P454. Use coupon page 60. 


POWER TROWEL. The Mall TG-4 
Pow’r Trow’! speeds efficient trowel- 
ing in both floating and finishing 
work. Equipped with 14” tool steel 
finishing trowels set in a 34” diame- 
ter ring, the machine can also be 
equipped with 18” floating trowels 
set in a 48” ring. These drive out air 
pockets, bring up moisture and 
large aggregates to assure a uniform, 
durable surface on walks, runways, 
garage floors, and other surfaces. 
Write for P455. Use coupon page 60. 


MAGNESIUM PLATFORM TRUCK. 
The Magline all-magnesium, four- 
wheel platform trucks are made in 
10 different models, each weighing 
about one-third as much as com- 
parable equipment of similar size. 
All are rated to handle loads up to 
1,000 pounds. Reversible handles 
may be installed at either end of the 
platform and are interchangeable 
with special racks for multi-purpose 
truck use. 

Write for P456. Use coupon page 60. 


GARBAGE DISPOSERS. Two new 
Waste King Pulverator garbage dis- 
posers feature quieter operation, im- 
proved grind control, removable 
splash guard, and streamlined ex- 
terior housing of white baked en- 
amel. Model SH5500 is for installa- 
tion in apartments and existing 
homes where high rough-in is en- 
countered. Model SH7000 has a built- 
in dishwasher inlet that saves double 
trap installation. 

Write for P457. Use coupon page 60. 


WHITE TILE. Cushiontone acousti- 
cal tile items are now made with a 
new “whiter” finish. It meets Federal 
specifications for washability and 
has increased light reflection quality. 

Write for P458. Use coupon page 60. 


PALLET ROLLERS. Trucks are 
easily loaded and unloaded when 
the palletized loads are placed on an 
Ace “trucker” pallet roller. The re- 
ceiving clerk furnishes empty pallets 
to the driver, who places them on his 
Ace “trucker,” loads them, and 
pushes them to the end of the truck, 
where they are picked up by a fork- 
lift truck. 

Write for P459. Use coupon page 60. 


COLORED GROUTING. S and W 
grouting for use with its plastic wall 
tile now comes in colors for pleasing 
contrasting color schemes. It is made 
in red, yellow, green, blue, and black, 
in addition to white. The grout gun 
simplifies achieving a thin, even 
grouting line. 

Write for P460. Use coupon page 60. 


OIL FURNACES. Three new Certi- 
fied highboy furnaces feature gun- 
type, flanged oil burner. They are 
considered exceptionally small in 
size for the rated bonnet output of 
78,000, 90,000, and 110,000 BTU, 
measuring 62” high by 20” wide. 
They have a ceramic combustion 
chamber and large inspection door. 

Write for P461. Use coupon page 60. 
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MEMPHIANS ‘BRUSH UP’ ON ORNAMENTAL IRON 


To know about ornamental iron products, the entire sales organization of 
the Fischer Lime and Cement Co., Mid-South wholesalers of building ma- 
terials, visited the plant and display room of the Tennessee Fabricating Co. 
in Memphis recently. Top Fisher officials showed great interest in the 
variety of patterns in which TFC iron columns are available, as this photo 
indicates. From left, TFC’s district manager, Charles F. Lance, ties in 
consumer literature for the Fischer visitors: Vice-President W. F. Monsarrat. 
President W. N. Fry Jr., Sales Manager Jack Richmond, City Sales Manager 
J. E. Deupree, and C. L. Joachimi, assistant to Fry. Similar meetings are 
being conducted throughout the nation by the Tennessee Fabricating Co. 


F 


Strictly 


WHOLESALE 


AHOMA CITY, OKLA.: 
Barney Stewart Wholesale has com- 
pleted its sales staff here, which now 
includes Frank Ashby, Ken Carpen- 
ter, Pat Murphy, C. F. Moody, and 
Stewart. Ed Smith supervises sales 
and servicing in Tulsa, with the as- 
sistance of Jid Holt and Lloyd King 


ORLANDO, FLA.: The National 
Floor and Supply Co. held its annua! 
sales conference on a cabin cruiser 
that made a two-day trip through 
the Florida Kéys, September 12-13. 
President Jack Morgan entertained 
20 members of his own organization 
in addition to representatives of 
Goodyear, Mannington Mills, and 
Hachmeister-Inc. 


Bower’s Second Exposition 


The Bower Co., Inc., recently held 
its second annual September Hard- 
ware Exposition at the Consolidated 
Club in Bainbridge, Ga. 

Fifty-four manufacturers set up 
display booths for the benefit of the 
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Guarantees 


ONLY 
$2797 


... for Hope's Steel 
Windows in this 
home, but they 
add much more to 
its value. House 
hunters acknowl- 
edge their longer 
life and saving in 
upkeep as well as 
their neater, more 
finished appearance. 
Nive ele Kelelawe tase tas 
buyers immediately. 
Write for HOPE’S 
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Residence of James G. Lippman, Jamestown, N. 


HOPE'S WINDOWS, INC., Jamestown, N.Y. 


THE FINEST BUILDINGS THROUGHOUT THE WORLD ARE FITTED WITH HOPE’S WINDOWS 


Godfrey Carlson, Contractor 


Bulletin No. 102L. 
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345 retail hardware dealers from 
Georgia, Florida, and Alabama. 
After viewing exhibits and talking 
with manufacturers’ representatives, 
the dealers and wives enjoyed a 
barbecue dinner and dance. 


C. E. Devlin Heads 
Plywood Distributors 


President Robert C. Whitmeyer, 
plywood division manager of the 
J. R. Quigley Co., Gloucester City, 
N. J., has announced the appoint- 
ment of Charles E. Devlin as manag- 
ing director of the National Plywood 
Distributors Assn. 

“Chuck” Devlin will make his 
headquarters in Chicago. He is a 
graduate of Beloit College and Har- 
vard Business School. Before joining 
the Douglas Fir Plywood Assn. in 
1938, he was associated with two 
newspapers in advertising and pro- 
motion work. He has also served as 
a sales official for the Simpson Log- 
ging Co. and Northwest Door and 
Plywood Sales, Inc 

The Southern section of NPDA 
will hold its meeting November 19, 
in Tampa, Fla. 


New Firm Handles 
Grant Hardware Sales 


The Grant Pulley and Hardware 
Corp., Flushing, N. Y., has establish- 
ed a national sales organization, the 
Hardware Sales Corp. The new firm 
will handle sales for Grant door 
hangers, drawer slides, traverse hard- 
ware, and industrial equipment 
slides. 

Samuel Gilbert, former sales man- 
ager for the Kwikset Sales and Serv- 
ice Co., is president of the new 
organization. Milton P. Gussack is 
secretary-treasurer. 


Georgia Commission 
Starts Pine Cone Drive 


For the second year, the Georgia 
Forestry Commission is undertaking 
a cone collection drive to build up a 
stockpile of healthy seed. 

Guyton DeLoach, director of the 
commission, asserted that “last year 
the program to collect cones for the 
four state nurseries was very suc- 
cessful.” He cautioned that anyone 
desiring to collect and sell cones 
should first contact his county forest 
ranger for information on the type of 
cones needed and the best collection 
methods. 

The ultimate aim is to collect 
enough seed to meet demands for 
seedlings in any two-year period. 
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What Items to Promote and Sell 


During December and Yuletide Season 


WHAT CAN a lumber and build- 
ing material dealer effectively pro- 
mote and sell during the holiday 
and change-of-season month of 
December? 

Here are the studied recom- 
mendations of successful building 
material merchants, which are 
handily tabulated in the ‘“Mer- 
chandising Calendar”’ section of the 
Dealer Operating Guide. It is pub- 
lished and distributed by the Na- 
tional Retail Lumber Dealers Assn. 
to dealers through its affiliated 
state and regional organizations. 

The theme for the season is: 

“Get ready for winter!” 

The monthly theme for Decem- 
ber is: 

“Put your home on your Christ- 
mas list.” 

The weekly advertising themes 
could be which ever of these that 
are found practical locally and 
which include merchandise han- 
dled by the particular dealer: 

“Give him a hobby corner” — 
power tools, hand tools, work 
bench, basement room. 

“Use Christmas gift certificates” 
—tools, remodeled kitchen, insula- 
tion, new roof. 

“Put your home on your Christ- 
mas list’’—kitchen cabinets, storm 
sash, garage, basement room. 

“Remodel your home” — mill- 
work, weatherstripping, closet lin- 
ing, floor jacks, gutters and down- 
spouts. fence materials, hardware, 
mason supplies, plywood, roof 
covering, sheathing, exterior sid- 
ing, floor covering, wall materials, 
insulation. 

“Check your home for repairs” 
-~— millwork, garage doors, rain 
equipment, weatherstripping, floor 
jacks, fence materials, mason sup- 
plies, roof covering and accessories, 
exterior siding, floor covering, gyp- 
sum plaster, other repair materials. 

“A New Year’s resolution—get 
more pleasure from your home this 
year’’—basement room, modernize 
kitchen, finish you attic, storm 
doors and sash. 

Suggestions for December “hot 
svot” displays in store and window 
displays: Christmas presents, bath- 
room cabinets, tools, gift certificate. 

Floor display suggestions: Christ- 
mas gifts, oak flooring, cedar panel- 
ing, kitchen floor tile and wall tile 
panels. 

Enclosure for November con- 
sumer statements: kitchen im- 


provement (or cabinet) folder. 
Copy for envelope stamp and 
truck signs for December: “Put 
your home on your Christmas list.”’ 
The “Merchandising Calendar” 
in the Dealer Operating Guide is 
copyrighted by the _ publishers, 
NRLDA. It is quoted here and in 
future issues of SOUTHERN BUILD- 
ING SUPPLIES by special permission. 


Sources of Retail 
Advertising Mats 


Retail lumber and building ma- 
terial dealers can obtain advertising 
mats from the following sources on 
either a subscription or “packaged 
sale” basis: 

Material Dealer’s Newspaper Mat 
Service, P. O. Box 428, Enid, Okla- 
homa. Provides a file of mats and 
proofs of each, and eight complete 
mats with proofs, each month. Deal- 
ers can use these complete ads as is, 
merely by inserting their own prices 
and company name, address, etc., or 
they can revise them to fit their re- 
quirements. 

Stevens Advertising Agency, Peo- 
ples Bank Building, Indianapolis, 
Indiana. Supplies “Lanky Planky” 
mats of complete ads each month, 
together with proofs. Dealers can use 
these complete ads as is, merely by 
inserting their own prices and com- 
pany name, address, etc., or they can 
adapt them to fit their requirements. 

Gray and Rogers, 12 South 12th 
Street, Philadelphia, Pennsylvania. 
Provides complete mats for 13 week- 
ly ads each quarter. Dealers can use 
these complete ads as is, merely by 
inserting their own prices and com- 
pany name. 

Meyer Both, 1935 S. Michigan 
Avenue, Chicago, Illinois. Provides 
mats of illustrations for ads and 
proofs of copy and layout sugges- 
tions. 

Harper Mitchell and Associates, 
P. O. Box 403, Santa Barbara, Cali- 
fornia. Supplies mats of products and 
headlines, without copy or layouts. 

Lil-Ad Features, R. F. D. No. 3, 
Box 105-N, Santa Ana, California. 
Provides a series of humorous mats, 
together with copy suggestions. 

Building Products Merchandising 
Service, 2815 Broadway, Little Rock, 
Arkansas. 

Worldwide Syndicate, Construc- 
tion Building, Dallas 2, Texas. 

Advertising mats prepared by in- 
dividual building products manufac- 
turers, of course, are available to 
dealers. 
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DEALERS inthe NEWS 





WEST VIRGINIA 


BECKLEY: Six lumber dealers 
have presented a collection of “Do 
It Yourself” books to the Raleigh 
County public library to stimulate 
more home repairs and improvement 
by home-owners. The firms taking 
part in this public-relations project 
were the Means Lumber Co., Byus- 
Mankin Lumber Co., Hill-Rohrer 
Lumber Co., Meadows Lumber Co., 
Beckley Lumber and Supply Co., and 
the Quality Lumber and Supply Co. 


SHEPHERDSTOWN: The _ Shep- 
herdstown Lumber Co. is planning 
a ready-mix concrete service for this 
area, to begin operations early next 
summer. The company has purchas- 
ed an old elevator as headquarters. 


ARKANSAS 


MOUNTAIN HOME: The H. E. 
Keeter Lumber Co. has started a 
new home-improvement department 
for its customers. It features a com- 
plete remodeling service, including 
financing arrangements. Eugene 


Blandford, formerly with the Oza1 
Dam Constructors here, is manage! 
of the new department 


WEST MEMPHIS: Damages is 
estimated at $90,000 in a spectacula 
fire on September 18 that destroyed 
the planing mill of the Dacus Lu 
ber Co. Fire broke out during 


electrical storm and probably started 


from lightning. P. M. Dacus, son of 
owner A. P. Dacus, was out of the 
city at the time, attending a forest 
fire prevention meeting 


GEORGIA 


LYONS: The Superior Lu e Ci 
has completed installation ne 
machinery and equipment 
crease its production. A new plar 
is able to dress 100 feet of 

a minute. 

ATLANTA: The Willinghan 
Lumber Co. has announced plar 
convert to electric power to « 
nate complaints from nearby 
dents about air pollution. The 
pany now uses steam to powe! 
machines 


MONROE: One of the worst fires 
Monroe has suffered in many years 
destroyed the Hardin Lumber Com- 
pany’s planing mill building and a 
lumber shed. 


TEXAS 


FARWELL: Joe Crume, manager 
of the Kemp Lumber Co., reports 
that his firm recently held a success- 
ful 50th anniversary celebration that 
lasted all morning. 


JACKSONVILLE: Luman W. Hol- 
man, Jacksonville lumberman, was 
a speaker at the Texas-Oklahoma 
Kiwanis district meeting in Houston 
recently. He is a newly-elected inter- 
national trustee of Kiwanis. 


WINNSBORO: Charlie Caviness 
was injured recently when a stack of 
lumber fell on him while working at 
the Martin Lumber Co. He was 
tanding beside a wagon, helping to 
‘oad lumber, when the stack toppled 
over on him 

HUGHES SPRINGS: Vernon 
Hampton has been elected vice- 
president of the Chamber of Com- 
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END-MATCHED VERTICAL GRAIN FLOORING 


END-MATCHED DROP SIDING 
BEVEL SIDING 1/, x6 AND 1/2 x8 
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WILLAMETTE NATIONAL LUMBER CO. 


Plants at Corvallis and Foster, Oregon 


WILLAMETTE VALLEY LUMBER CO. 


Plant at Dallas, Oregon 


Producers of HI-HEMLOCK' , FIR and CEDAR 
HI-HEMLOCK registered U. S. Potent Office 


Member West Coast Lumbermen’s Ass'n 
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merce here. He is manager of the 
Dunnaway Rig and Lumber Co. 


BORGER: The Wes-Tex Lumber 
Co. has been issued a 50-year charter 
of incorporation. Incorporators in- 
clude Joe Bunn, Alma A. Bunn, and 
William P. Farbo. 


EAGLE PASS: The Lee Lumber 
and Construction Co. has been nam- 
ed dealer in this area for U. S. Steel 
Homes. Arthur Hausman, owner of 
the firm, announced that several of 
these pre-fabricated homes have 
been constructed in a new subdi- 
vision. 

YORKTOWN: Marvin A. Koch is 
new manager at the Alamo Lumber 
Co. He moved his family here from 
Seguin. 


RUSK: H. E. Coleman, of Jackson- 
ville, has opened a new building sup- 
ply firm here on the town’s square. 
W. W. Courtney is manager of the 
new Coleman Lumber and Supply 
Co. He formerly managed _ the 
Temple Builders Supply Co. here. 


DALLAS: A five-alarm fire re- 
cently destroyed the Groves Lumber 
Co., causing an estimated damage of 
$150,000. Fighting the fire were 140 
firemen, five of whom were injured 
Cause of the fire, which originated 
in a small warehouse, could not be 
determined 


LUBBOCK: The Navajo Supply 
Co. has purchased the George W. 
Gray Lumber Co., according to Presi- 
dent S. S. Forrest. Navajo, a whole- 
sale supply firm, will use the Gray 
facilities for its own operations. 


NEW BRAUNFELS: Miss Arline 
Faye Woehler was married recently 
to Herbert Eberhard, Jr., in Seguin 
The groom is manager of the Eber- 
hard Lumber Co. in New Braunfels. 


BRYAN: Bryan Lumber and Mill- 
work, Inc., has moved to a new plant 
at 2114 Fountain Drive. Specializing 
!n millwork and wood materials, the 
new store has 7,200 square feet of 
floor space, plus ample storage 
quarters. 


OKLAHOMA 


PAULS VALLEY: Eugene B 
Looney is new manager of the Long 
Bell Lumber yard here. He replaced 
Jack P. Parker, who was transferred 
to Lawton where he will serve in 
the FHA loan division 


HOOKER: The Adams Lumber Co 
recently was sold to Harris Gosen. 
It will be managed by Doris Ansley, 
who has managed the yard since it 
opened here in the ’30s. 


PONCA CITY: The Baughman 
Lumber Co., which has operated a 
store and lumber yard here for 30 
years, ceased operations early in 
September. John Kellam, manager 
for several years, was transferred to 
the company’s Fairfax branch. 
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STEPHENS 
Is The Name 


New name of the mill- 
work division of the 
old Humbrecht, Lang- 
lois and Johnson Com- 
pany in Nashville, 
Tenn., is the Stephens 
Millwork and Lumber 
Company. This firm 
manufactures and re- 
tails custom millwork, 
including sash and 
doors, lumber and 
other wood products. 
It is named for Thomas 
P. Stephens, president, 
who bought an interest 
in 1940 after serving 
with the Farris Hard- 
wood Lumber Co. for 
six years. 

Stephens is seen here 
displaying a panel of 
handsome hardwood, 
Paldoa, imported from 
Africa. His company 
specializes in imported 
and fancy plywood and 
planks. During the 
war, Stephens served 





two years with the U. S. Navy lumber procurement unit. He also heads 
two small industries—the Stephens Woodworking Co., which makes crates, 
and the Housewares Mfg. Co., makers of ironing boards and drying racks. 


TENNESSEE 


MEMPHIS: The Best Lumber and 
Hardware Co. and the Carruthers and 
Son Lumber Co., two of this city’s 
oldest dealerships and both Curtis 
woodwork dealers, have been merg- 
ed into Best Lumber and Millwork, 
Inc. Louis Carruthers has retired 
from the retail business. President of 
the new corporation is W. G. Best 
Adolph Voge, formerly Southern 
sales supervisor for Curtis wood- 
work, is vice-president and general 
manager. Tom Madden is sales man- 
ager now after serving with Car- 
ruthers in that position. The new 
firm will maintain yards on both 
Summer Ave. and Broad St. 


MISSOURI 


DeSOTO: Bob Browning recently 
resigned as manager of the E. C 
Robinson Lumber Co., a post he has 
held since the company opened in 
1945. He has moved to Dayton, Ohio, 
to manage the Acme Lumber Co 
Succeeding Browning in DeSoto is 
James C. Page. 

GIDEON: Doyle Wilhelm has been 
made chief engineer of the Gideon 
Anderson Lumber Co. He has been 
assistant engineer for several years, 
helping Bill Francis, who resigned. 


SPRINGFIELD: The Williams 


Lumber and Manufacturing Co., one 
of the oldest lumber firms in the 
Ozarks, has been sold to the Charles 
C. Meek Lumber Co. The owner and 
founder, James F. Legan, died a year 
ago. 

SKIDMORE: Dwight Hall recently 
resigned as mavor of Skidmore and 
as manager of the T. E. Snowden 
Lumber Co. vards in Skidmore and 
Maitland. He plans to devote full 
time to his new lumber yard in 
Savannah. 

CAMDENTON: Vince Hanlen, of 
the O’Brien Lumber Co., has been 
elected president of the Camdenton 
Chamber of Commerce. 

KIRKSVILLE: George E. Williams 
has been promoted from a major to 
lieutenant-colonel in the U. S. Army 
Reserve. He is manager of the Hi 
Wav Lumber Co 


KANSAS 


BURLINGAME: Robert Snowden 
and Tony Beck have bought the 
Hardman-Snowden lumber yards in 
Burlingame, Lyndon, and Madison. 
3eck formerly managed the Lyndon 
yard. Floyd Hayes will continue to 
manage the Burlingame yard. 

ELLSWORTH: Many _ different 
kinds of wood and finishing ma- 
terials have been used in the modern 
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new building of the Lake Superior 
Lumber Co. The old office was moved 
to the back of the yard to serve as a 
warehouse. It has stood in its origi- 
nal spot for over 85 years. A formal 
opening introduced it to the public. 

MULVANE: James Barr, of Wich- 
ita, has bought the Mulvane Lumber 
Co. from Paul Nye and Bill Parker. 
He took over the business the first 
of September. He formerly was as- 
sistant manager of the Kechi Corner 
Lumber Co. in Wichita. 


McPHERSON: W. K. (Pete) Peters 
is new manager of the Lake Superior 
Lumber Company’s branch yard 
here. He was transferred from Phil- 
lipsburg, where he was manager for 
18 months. 


AMERICUS: Manager Collins re- 
cently announced the owners of the 
Hardman -Snowden Lumber yard 
here planned to close down the plant. 
This will leave Americus without a 
building supply dealer and with only 
one coal dealer. 


MISSISSIPPI 


CLEVELAND: W. G. (Robbie) 
Robinson has left Greenville to as- 
sume his duties as salesman of retail 
products at the Newell Lumber Co. 
He served the Parkinson Lumber 
Co. in Greenville for eight years. 


KENTUCKY 


BROOKSVILLE: Hamer Jett has 
purchased two acres of farm land 
and is building a new lumber yard 
iust outside of town. He also operates 
a lumber yard at another location. 


PROVIDENCE: Barrett Green has 
succeeded R. T. Durett as manager 
of the Ruby Lumber Co. Durett is 
now general superintendent of build- 
ing construction for the Ruby Con- 
struction Co. of Madisonville. 


OBITUARIES 


ALLAN C. WALKER, 40, manager 
of the Temple Lumber Co. in Texas 
City, Tex., died September 19. He 
leaves a wife and two sons. 


CHARLES A. DILLARD, 46, man- 
ager of the C. H. Fisher Lumber Co. 
in Chattanooga, Tenn., for 16 years, 
died September 20 after a long ill- 
ness. Surviving are his wife, daugh- 
ter, two sons, and mother. 

ERNEST L. HILLER, who was a 
partner in the Fernandina Lumber 
and Supply Co. in Fernandina, Fla., 
for 12 years, died September 18, in 
Jacksonville. He moved to Jackson- 
ville a year and a half ago to operate 
the Hiller Bookkeeping Service. He 
leaves a wife and his mother. 


JOHN PALMER KELLOGG, 63, 
owner of the 3,250-acre Sycamore 
Bend Plantation and retired founde1 
of the Kellogg Lumber Co. in Mem 
phis, Tenn., died early in September. 
His firm also has plants in Louisiana. 
He leaves a wife and two daughters. 


C. J. HARRIS, chairman of the board 
of the C. J. Harris Lumber Co. in 
Ferguson, Mo., died recently 
founded his firm in Pilot Grove 
1890 and expanded its operations 
become one of the most pron 

line yard firms in central Missouri 
He was chairman of the NRA Lum 
bermen’s Code Authority for north 
east Missouri, and was one of the 
three oldest living members of the 


Southwestern Lumbermen’s_ Assn. 
In 1948 he was succeeded as com- 
pany president by his son, Jack 
Harris. He is survived by another 
son, Marshall. 

J. LEE GOODWIN, lumber dealer, 
flooring manufacturer, banker, farm- 
er, and civic leader for 25 years, died 
October 5. He was manager of the 
Goodwin Lumber and Coal Co. in 
Lebanon, Ky. 

JAMES COX WEBB SR.., 67, operator 
of the Demopolis Lumber Co., died 
October 2 at his home in Demopolis, 
Ala. He had been a cotton planter 
and warehouseman before entering 
the lumber business. He leaves a 
wife and two daughters. 
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Together, as always. . . 


re than thirty years of unceasing 
effort to bring you better products. . 
than thirty years of expanding and increasing 
dealers 

is our most priceless asset — Old 
This is our investment in the future. 


. the more 


. have established a 


- more lines bear the name Old American than 
Now, a complete line of highest 
alt and asbestos roofing and siding 
you under one name— 


r, as always, with our customers... 
the name Old American will continue to advance 
with the times, bearing the reputation for highest 
quality in a complete line of asphalt and asbestos 


ducts 


SIGN OF THE COMPLETE LINE 


THE OLD AMERICAN 


Old American Roofing Mills 


The RUBEROID Co 


7600 Truman Rd., Kansas City, Mo. 
A foctory location convenient to you. 
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ROOFING NAILS. A new folder il- 
lustrates and explains the salient 
features of Deniston Triple - Lock 
Lead - Seal roofing nails. It tells how 
nails should be spaced for greatest 
efficiency. Deniston Co., 4856 South 
Western Avenue, Chicago 9, IIl. 


OPEN-END MORTGAGES. “How to 
Boost Sales with ‘Package’ and ‘Open 
End’ Mortgage Plans” explains a 
time-payment plan that permits 
home-owners to modernize merely 
by adding the amount of additional 
improvements through extension of 
the time they make monthly pay- 
ments. The booklet emphasizes this 
plan’s application to home laundry 
equipment, telling how a lending in- 
stitution advances the customer 
money, permitting more “package” 
sales. Whirlpool Corp., St. Joseph, 
Mich. 

LUMBER TEACHING AIDS. The 
American Forest Products Indus- 
tries, Inc., 1816 N Street N. W., Wash- 
ington 6, D. C., has published a bib- 
liography that lists booklets, folders, 
films, and other forest industry teach- 
ing aids available from individual 
companies and associations. Write 
for “Bibliography of Forest Industry 
Teaching Aids.” 


LIFT-TRUCK OPERATION. The 
fifth edition of “How to Operate A 
Lift Truck” has been published by 
the Hyster Co., 2902 N. E. Clackamas 


HELPFUL LITERATURE 


Mostly free—some for a fee 








Street, Portland, Ore. Two-color car- 
toons make its points on preventive 
maintenance, safety, and basic han- 
dling. 


KITCHEN PLANNING. “Kitchens 
that Sing!” is a full-color booklet 
that shows many kitchen designs, 
color schemes, and floor plans. The 
Kitchen Maid cabinets in color are 
described. Kitchen Maid Corp., An- 
drews, Ind. 


ASBESTOS SIDING. The system for 
sealing in the color on the four avail- 
able shades of Careystone asbestos 
siding is the subject of a colorful 
new consumer folder. It offers a free 
estimate and easy payment terms. 
Philip Carey Manufacturing Co., 
Lockland, Cincinnati 15, Ohio. 


WINDOW WALLS. New catalog 
sheets are available covering Fenes- 
tra WindowWall units, made with 
or without ventilators. They tell how 
WindoWalls in various sizes can be 
glazed with stock sizes of %” insul- 
ated glass, double strength, or plate 


glass. Detroit Steel Products Co., 
3227 Griffin Street, Detroit 11, Mich. 


LOCKSET INSTALLATION. Speed- 
ier and more efficient installation of 
Kwikset locksets is the subject 
covered in a profusely illustrated 
pamphlet, “Make Every Second 
Count.” A _ nine-picture sequence 
dramatizes the ease of installing the 
Kwikset “400” series of residential 
locks. Kwikset Sales and Service Co., 
Anaheim, Calif. 


STAIRWAY SALES AIDS. A new 
EZ-Way file folder includes all news- 
paper mats, radio scripts, and litera- 
ture for promoting EZ-Way folding 
attic stairways. Direct-mail pieces 
include post-cards and a_ folder, 
“Magic in Your Attic.” EZ-Way 
Sales, Inc., Box 300, St. Paul Park, 
Minn. 


MASONRY CEMENT CATALOG. A 
new catalog on Medusa Brikset gray 
masonry cement gives general in- 
formation and specification data on 





Low Cost 


ORDER FROM STOCK! 


TIMBER FITTINGS 


for Industrial and Commercial Buildings (“!} 


JOIST HANGERS — Fit closely 


on all sides! Also adapted for stair 


well, chimney, 


light shaft and 


similar framing. Made of best 


open hearth steel. Single or double 
styles for every size timber. 


POST BASES — Made of 
steel plates and angles, welded 
to make a tight fit on all 
standard timber sizes. Greater 
load bearing capacity than 
other types of bases. 


IDEAL STEEL POST CAPS 
made of heavy, open-hearth steel plate 
and finished complete, ready to frame 
any arrangement of timbers coming 
into a post. Accurately sized in an efh- 
cient design that forms a complete cap 
around the post. Stronger, more con- 
venient than other types of post caps. 
APPROVED BY UNDERWRITERS’ 
LABORATORIES. 


WRITE NOW for Catalog —L™Q 


The Ideal Hanger Co. 


1290 East 53rd St. Cleveland 14, Ohio 
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procedures to follow in construction. 
It includes methods for averting ef- 
florescence, provisions for proper 
flashings and drips, precautions for 
hot or cold weather construction, 
recommended types of mortar joints, 
and other data. Write for Brikset 
Technical Catalog, Medusa Portland 
Cement Co., 1000 Midland Building, 
Cleveland 15, Ohio. 


MATERIALS-HANDLING. The com- 
plete line of E.I.W. all-steel materials- 
handling equipment is described in 
a new brochure. It covers types of 
ramps, instructions for determining 
the span of gap and height differ- 
ential between car floor and plat- 
form, and pallet stacker models. 
Elizabeth Iron Works, Inc., Box 360, 
Elizabeth, N. J. 


QUICK SURROUNDS INSTALLA- 
TION. A new bulletin, No. 17, illus- 
trates and describes how the new 
redwood surrounds for Best-Vent 
windows can be assembled around 
the window, ready for installation in 
the wall in less than three minutes 
even with unskilled labor. Per-Fit 
Products Corp., 1200 East 52nd Street, 
Indianapolis, Ind. 


TEMPERATURE CONTROL. How to 
improve a heating system, get heat 
to that last radiator, have warmer 
floors, stop heating system noises, 
and stretch capacity of the heating 
unit is explained in three new bulle- 
tins on Weather-Flo thermostats for 
heating systems. They cover applica- 
tion to hot water and warm air sys- 
tems and report on results. Auto- 
matic Devices Co., Inc., Western 
Springs, Ill. 


ROOF DECK DESIGN MANUAL. 
“Engineered Roof Deck” is a booklet 
explaining methods of anchoring 
Tectum, specifications for its use, de- 
sign data, and other architectural de- 
tails. This new building material is 
made from wood fibers and a chemi- 
cal binder. Tectum Corp., 105 South 
Sixth St., Newark, Ohio. 


covers legal problems when acquir- 
ing or transferring a farm, such as 
through a farm lease. 

The second part explains the trans- 
ferring of the family farm from one 
generation to the next, while the 
parent is still alive, or dead—with or 
without a will. Probate procedure 
and the nature and cost of gift and 
estate taxes are detailed. 

The third part is of particular in- 
terest to the creditors of farmers. It 
covers the legal problems when oper- 
ating a farm, and carefully explains 
both secured and unsecured farm 
debts. 

Helpful legal forms and business 
aids comprise the appendix. These 


include a chattel mortgage, two 
forms of promissory notes, and check 
lists for farm lease, farm income-tax 
depreciation, expenses, and income. 

The author is careful to explain 
that, due to the variations in laws 
pertaining to farms in the several 
states and due to government con- 
trols, a person should merely use 
this text as a basis for clearer, sim- 
pler consultation with his own at- 
torney in handling a specific prob- 
lem. 

“Law and the Farmer” is pub- 
lished by the Springer Publisher Co., 
Inc., 44 East 23rd Street, New York 
10, N. Y. It costs $4.95 and contains 
406 pages. 











“Law and the Farmer” 


THIS BOOK by Jacob H. Beuscher, 
professor of law at the University of 
Wisconsin, is a guide through the 
legal aspects of farming business that 
should prove helpful to all who own 
farms or who deal with farmers 
through contract sales of materials or 
equipment. 

After a general introduction to 
law, the book consists of three major 
parts and an appendix. The first 


The 


NATIONAL 


WOODWORKS 





National 


Favorite 


The famous National Window Unit is a 
big favorite among builders, because it 
saves them so much time and money, be- 
cause it means quicker jobs every ume. 


It arrives on the job with glazed sash, 
weatherstripping, sash balances all in 
place in the frame. It’s ready to be slipped 
into the rough wall opening. It’s one 
single package for one single delivery. 
No wonder it’s a NATIONAL favorite! 


Dealers: 
Popularity of National Window Units among 
builders means BIGGER SALES for YOU! 
Are you getting your share? 


Order from your jobber, 
or write us for his address. 


NATIONAL WOODWORKS 
Box 5416 Birmingham 7, Ala. 
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PLANNING CENTER 


(From page 30) 


work is expedited right through to 
completion. 

We promote our Planning De- 
partment mainly through radio 
and newspaper advertising. 

We carry three five-minute news 
programs each week on a local 
radio station, and we advertise 
three days each week in the local 
newspapers. Our radio programs 
are at 7:55 o’clock each Tuesday, 
Thursday, and Saturday morning. 
Our newspaper advertising appears 
on Sunday, Monday, and Tuesday. 

The basic appeal in all our ad- 
vertising is to induce people, par- 
ticularly women, to come into our 
store and to think of us in connec- 
tion with new homes, remodeling, 
and expansion of present homes. 

Our advertising totals about 
$10,000 a year—about 1% per cent 
of gross sales. Although it is diffi- 
cult to trace the origin of each sale 
or the direct results of advertising, 
we know that we are selling new 
homes and building materials 
through our advertising program. 
We are assured of this by com- 


ments of our friends and by the 
many new customers who come in 
and visit our Planning Department 
as well as other sections of the 
new store. 


SELLING TOYS 


(From page 31) 


sales throughout the Christmas 
shopping season, this dealer’s $10,- 
000 stock of toys did not attain the 
volume that it should have and 
something like half of the mer- 
chandise was left on the shelves 
when Christmas day rolled around. 
A deep-cut price sale in the 13th 
“month”—between Christmas and 
New Year’s day—failed to make a 
dent in the hold-over stock. 

In analyzing this failure, this 
dealer sought the advice of other 
retailers in other cities who had 
operated toy departments much 
longer. He also went to the toy 
manufacturers and talked with 
their sales managers. With the in- 
formation and sales statistics he 
got, he made an important dis- 
covery: 


The toys which sold best were 
the unusual toys—the different ones 
with novelty and an appeal beyond 
that of the standard kinds. Dolls, 
for instance, have been standard 
Christmas items since the dawn of 
history, but the unusual dolls that 
cried real tears and wet their pants 
and had to be diapered, they mov- 
ed faster and yielded more profit. 

So, last year, this dealer based 
his buying on unusual items in 
standard stocks. As the salesmen 
marched in with their samples, he 
checked their offerings for some- 
thing unusual and bought mostly 
those. 

The wisdom of this procedure 
was fully proved by his firm’s sale 
of over $17,000 in toys through 
their main store and three branches 
last year, with less than $1,000 toy 
carry-over stock. 

This dealer realized that shop- 
pers for toys are early conditioned 
to the common items and then they 
start looking for something dif- 
ferent. To attract toy customers to 
his stores, this dealer had a big 
stock of Christmas trees to help out 
the Christmas atmosphere and to 
create traffic, more than to make a 
profit. 

Experience here proved that a 











Owners of buildings used for commercial purposes have much 

to gain by the use of Trinity white, the whitest white cement. The 
whiteness arrests the customer’s eye—the trim attractiveness of 
the place says “‘here’s a good place to trade!” Sell Trinity white. 


A Product of GENERAL PORTLAND CEMENT CO. + Chicago * Dallas » Chattanooga * Tampa ° Los Angeles 


... plain or waterproofed 
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man should be assigned to handle 
Christmas trees exclusively, selling 
them outside the store, night and 
day. Before starting to sell them he 
graded his shipment of several car- 
loads and priced them accordingly, 
although he could have sold all at 
the same average price. 

By grading them, he made a 
substantially larger profit on the 
best trees, more than regular prof- 
it on the second class, above nor- 
mal profit on the third grade, and 
the fourth grede were used for 
bargain bait. These short, mis- 
shapen, and otherwise inferior 
trees were sold mostly for less than 
cost, but this cleared out the whole 
stock. 

The Christmas trees were profit- 
able by themselves, this dealer 
said, but their greatest value was 
in promoting traffic in Christmas 
shoppers. This traffic bought a lot 
of the toys! 

This merchant used newspaper 
advertising to sell toys. Heavy 
window displays and _ interior 
island dressing, with frequent 
changes during the short season, 
all added to the action and atmos- 
phere that moved Christmas mer- 
chandise. 

But if you’re looking for a side- 
line that will make dollars auto- 
matically, with little attention, 
don’t try toys, this dealer advises. 
Toys take time and care. 


SPA’s Wiener Retires 


Eli Wiener, retiring as chairman 
of the Southern Pine Association’s 
transportation committee, received a 
silver tray in appreciation of his 29 
years of service. 

The inscription stated that “in that 
capacity he displayed keen under- 
standing of the complexity of the 
problems involved .. .” 

In a final report to the board, 
Wiener warned that “a lot of manu- 
facturers have lost sight of the im- 
portance of freight differentials .. . 
but the day may come soon when 
freight rates will again be very im- 
portant.” 


Texans Form State 
Wood-Using Committee 


The American Forest Products In- 
dustries recently organized a Texas 
committee “to act independently on 
matters affecting the wood-using 
industries.” 

Paul Hursey, Southland Paper Mill 
in Trinity, is chairman. Arthur 


Temple Jr., president of the South- 
ern Pine Lumber Co. in Diboll, is 
vice-chairman. 

Committeemen include R. W. 
Wortham Jr., Lufkin; Thomas L. 
Carter, Camden; R. R. Childers, 
Jasper; Sam B. Crawford, Corrigan; 
W. R. Crute, Pasadena; John G. 
Fleming, Dallas; W. H. Guggolz, San 
Antonio; W. B. Henderson, Fort 
Worth; Kirby Herndon, Houston; 
Lacy Hunt, Nacogdoches; R. M. 
Buckley, Silsbee; Ernest Kurth, Luf- 
kin; B. C. McDough, Orange; W. E. 
Merrem, Houston; E. H. Moore, Gal- 
veston; I. R. Palmer, Woodville; E. A. 
Stewart, Texarkana, 
Webber, Diboll. 


and Temple 


Thief “Goes Straight” 


Several months ago, a wheel and 
tire were taken from a truck belong- 
ing to the Nogalitos Lumber Co. in 
San Antonio, Tex. 

Recently, F. R. Hutchings received 
an envelope containing $20 in bills 
and a note, which read: 

“Dear Sir: Enclosed is $20 for the 
tire that was stolen from your truck. 
I hope it will be enough. I am very 
sorry and am going to try to make 
restitution and straighten out my 
life. I hope you will forgive me.” 

Hutchings said that it is always 
gratifying to learn of someone whose 
own conscience straightens him out. 
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extra Dickey durability. 


Dickey Sanitary 


ALWAYS IN DEMAND 





Selection of clays is important and Dickey 
is satisfied with nothing but the best. 


Salt-Glazed Clay Pipe 














How Dickey assures you 
better satisfied customers 


This ceramic engineer is working for you. He is running a bat- 
tery of tests to be sure that the clay used to make the pipe you 
sell is right. He knows that only superior clays make superior 
pipe. Dickey gives exceptional attention to making denser 
pipe—through careful blending of selected clays, the latest 
de-airing methods, and tremendous forming pressures. Dickey 
Clay Pipe is hard, dense and strong. Give your customers that 


If it’s made of clay it’s good...if it’s made by Dickey it’s better 


W. S. DICKEY 
CLAY MFG. CO. 


Birmingham, Ala., Chattanooga, Tenn., 
Kansas City, Mo., Meridian, Miss., 
San Antonio, Tex., 


Texarkana, Tex.-Ark. 
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TILE CUTTERS 


Tools of quality for quality 
workmanship. Each J.M.J. cutter 
is expertly and exactingly de- 
signed for the types of tile 
designated. 





cuts wood and 
resilient floor tile 
> 9° x9" sq. or diag. © 12” x 12” sq. 

MODEL MPT-1 















cuts and 
bevels 

' metal 
wall tile 


up to 5" x 5” sq. 
and diag. 


BS I nee 


PAT. No. 
2641845 





cuts all 
resilient floor tile 


9” x 9" sq. and diag. 
12° =: AZ" 26. ‘ 
MODEL PT-9] 





cuts 
plastic 
wall 
tile 
including 814" 


< - 


BLADE RESHARPENING SERVICE 


DEALER RENTAL 
PROGRAM AVAILABLE 


WRITE FOR LITERATURE AND 
NEAREST DISTRIBUTOR TODAY. 


J.M.J. INDUSTRIES 


Engineers » Manufacturers 


228 CENTREVILLE AVENUE 
BELLEVILLE, ILLINOIS 
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NEW USE FOR PEG-BOARD PANELS 


Contractor J. D. Johnson, of Tallahassee, Fla., discovered that 14,” Masonite 
Peg-Board panels provide an ideal method of roof ventilation when used on 
soffits. Using 2’ by 8’ panels, he nailed them on 16” centers, supporting all 
edges. As an insect barrier, screening was stapled directly to the framing 
members. Johnson reported a considerable saving in time and labor over 
conventional methods of installing lumber and screen vents. 


FORMED STONE 


(From page 32) 


also provided a low-cost siding for 
new homes in some areas. Wires 
are placed about 12 inches apart 
horizontally between studs. The 
felt is attached to these wires, and 
the lath to the felt. Then the two 
coats of cement and individual 
stones are added in the usual 
manner. The system eliminates the 
sheathing on a new home. 

With another system of applying 
man-formed stone, the stone mix- 
ture is troweled on. Then trained 
workmen hand-sculpture the indi- 
vidual stones. Particles of multi- 
colored natural stone are then 
permanently imbedded into the 
surface under air pressure. 

Applied by a similar method is 
an imitation brick, available in six 
colors. This material is troweled 
on to form a layer about an inch 
thick over the scratch concrete 
layer. Tools are then used to rough- 
en the surface to create a genuine 
brick texture, and to leave a joint 
between bricks. This joint is more 
even and of more consistent width 
than is possible on many real brick 
jobs. 

The chief advantage of this sys- 
tem, which is hard to tell from real 
brick, is that it can be applied over 
clapboard and other sidings with- 
out alteration to window frames, 


door frames, and at other openings. 

All of these systems require 
trained crews for application. Fac- 
tory training goes along with the 
franchise. 

By using more or less of various 
stone shades, the siding takes the 
appearance of various kinds of 
stone. Sandstone and Tennessee 
Crab Orchard effects are most 
popular. 

Most applicators report that at 
least half of the man-formed stone 
jobs are to completely re-side old 
residences. The remaining jobs are 
divided fairly equally between 
adding decorative touches to new 
homes and to commercial estab- 
lishments. 

In localities where there is an 
established source of this material, 
and the retail building supply 
dealer does not wish to compete by 
taking on the franchise of a similar 
line, the dealer often can work out 
an agreement to get at least a 
salesman’s commission from jobs 
referred to or arranged with the 
supplier of the man-formed stone. 
In this way, the dealer who is ar- 
ranging for construction of a com- 
plete home for a customer can 
carry out a design calling for man- 
formed stone trim and still make a 
profit on this part of the job. 

All available advertising media 
should be used to help introduce 
such products in a new area. Once 
the re-siding jobs start going up, 
or builders begin to use the mate- 
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rial on new homes, prospects begin 
to seek out the supplier. 

A salesman, thoroughly familiar 
with estimating such jobs and help- 
ing to figure down-payments and 
monthly terms, should be con- 
stantly available to visit prospects 
and follow up all inquiries. Photo- 
graphs of various application styles 
for residential and commercial 
structures prove one of the best 
selling aids. 

Emphasize the manufacturer’s 
written guarantee, which often is 
up to 20 years. 


WHOLESALE ONLY! 
(From page 33) 


nam lumber mill in Shamrock, 
Fla., and for such Alabama lumber 
producers as Bennett, Smith, Vred- 
enburgh, and McGowin, he sensed 
the need of a ready supply of as- 
sorted Southern pine and cypress 
for small dealers. He had been 
pooling cars for several in Nash- 
ville and other Tennessee cities, 
for which the dealers often had to 
wait inconveniently long and then 





paid a premium freight charge 

So, the senior Frank Bruer de- 
cided to establish a wholesale con- 
centration yard and building ma- 
terials outlet. It was located at 
2300 Felicia Avenue in Nashville, 
but you would never know it by 
searching the letterhead, sales bul- 
letins and price lists, or literature 
of this firm. All of these merely 
list the post-office box and tele- 
phone number. 

Starting with a modest office and 
warehouse shed, Bruer was joined 
by one of his four sons, J. W. (Bill) 
Bruer. They vowed they would al- 
ways sell exclusively to retail deal- 
ers and now declare that they have 
never deviated from this policy, 
although “it has cost us plenty of 
fast bucks—particularly during the 
war shortages and in the dog-eat- 
dog housing boom since the war.” 

To maintain their strict dealer 
distribution policy, the Bruers this 
year have stopped selling 
millwork and plywood—although 
these had been big volume and 
profit items with them before the 
local market broke down in by- 
passing the dealer. 

Even with these materials re- 
moved from their lines, the Bruers 


stock 





hope this year to match the 1952 
sales, including three million feet 
of gypsum board. 

The family “team” in the Deal- 
ers Supply Company of Nashville 
now includes the father, who is 
president and general manager; 
Frank Jr., who is vice-president 
and the only outside salesman; Bill, 
who is secretary-treasurer and 
yard salesman, and Mrs. Jane 
Black, Bruer’s daughter, who is 
office secretary and bookkeeper. 

The Dealers Supply Company 
uses two trucks—but not to de- 
liver; they don’t even have current 
license plates. They’re used to 
move lumber and other materials 
from the freight cars on the N. C. 
& St. L. railroad siding to the 
sheds and yard. The firm’s dealer 
customers send their delivery 
trucks or those of large customers 
to the yard and sheds for the sup- 
plies they need. 

This wholesale firm soon will re- 
ceive gypsum board and similar 
products from the manufacturer in 
strapped packages on flat cars. A 
new concrete-block and wood- 
trussed warehouse is being built 
and a fork-lift truck will be bought 
to switch to this faster and cheaper 





CARPENTER NAIL APRONS 


No. 111-0 17” x 22” 
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9.93 Oz. White 48 3 .43 
8.69 Oz. White 46 «41 


Orange or Khaki (Specify) .54 49 

















Made of full weight, square yard 
base duck. Lettered in any one color, 
bound up both sides. Double stitched 
neck band prevents rolling. Flared 
pockets, bar tacked at all points of 
strain. SHIPPED PREPAID. 


FOXWORTH 


GALBRAITH 


LUMBER CO. 





ta" 2 ¥2" 
16” x 16” 
Letters Both Sides 


TRAFFIC FLAGS 


Wire loop in top for attaching to load and 
keeping flag unfurled. SHIPPED PREPAID. 


No. 121 — Good Quality Red Cloth. — 


100 250 500 1000 2500 5000 
12”%x 12” .17 .15 .14 .13% .13 .123%% Ea. 
16° 216" 26 26.23 2 M9 te 
Prices include imprint one side in aluminum 


No. 124 — Red Duck—Stenciled one side in white— 
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No. 116-0 
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j ands. arge pockets as ustrated. © charge 
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29" Wide, 36” long. Large pockets as illus- 
trated. No charge for imprinting if ordered in 
lots of 50 or more or with No. 
aprons, and same copy used. Otherwise, add 
$2.50 for imprinting any quantity. For longer 
length add 2c per inch on white, 3c per inch 


111-0 nail 





MANUFACTURERS on watererect. 
P n 9.93 oz. White duck ‘i -90 
Fabric Div. 2 WACO, TEXAS 12.41 oz. Khaki waterproof $38 
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Quick...Easy 
INSTALLATION 


means 


Quick...Easy 


S aces: 


For fast turnover and more profits, sell the 
Veni-Flex “do it yourself” installation. Em- 
phasize savings in labor and materials . . . 
extra wall-space . . . privacy with ventila- 
tion . . . 8 exciting Veni-Flex decorator 
colors . . . and you'll guarantee sale after 
sale. Stock a complete line of high-profit 
Veni-Flex Folding Doors NOW! 
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The New Retailer's Display That Adds Showman- 
Closes More 


ship To Your Salesmanship .. . 
Sales Faster! 


CONSOLIDATED 
VENETIAN BLIND COMPANY 


A Division of 


CONSOLIDATED 
GENERAL PRODUCTS, INC. 


24th and Nicholson Houston 8, Texas 








means of handling materials. This 
switch will require some leveling 
and graveling of the yard also. 

Engineering assistance in work- 
ing out this materials handling im- 
provement has been provided by 
the U. S. Gypsum Company, for 
which the Dealers Supply Com- 
pany is the exclusive Nashville 
wholesaler. It stocks USG lime and 
plaster, paint, gypsum board and 
lath, asbestos siding, and insulat- 
ing board. It also stocks Flintkote 
asbestos products and Johns-Man- 
ville insulating board. 

The integrity and loyalty of the 
Bruer family is indicated in an- 
other way by their continued sale 
of lines they were supplied during 
the war era of allocations. 

This wholesaler supplies its own 
private (Delsco) brand of asphalt 
roofing products and some Certain- 
teed items. Among the other major 
lines it handles are Clinton mold- 
ings, Insulaire insulation, and TCI 
and Continental nails. 

One of the biggest changes in the 
wood products handled by Dealers 
Supply has been the upsurge in 








the sale of fir lumber from the 
West Coast, and the dwindling de- 
mand for Southern pine framing. 
Its principal fir lumber source is 
the Santiam Lumber Company in 
Sweet Home, Ore., although it 
buys cars frequently from three 
Eugene mills. 

Among the Southern pine mills 
whose lumber products the Dealer 
Supply Company offers to dealers 
in car loads, truck loads, and pool 
car shipments are: in Alabama, 
W. M. McGowin, Bennett, Vreden- 
burgh, T. R. Miller, Scotch, M. W. 
Smith, Olon Belcher, S. E. Belcher, 
Yellow Pine; in Florida, Alger- 
Sullivan; in Mississippi, Clinton, 
Buckwalter, and Phillips-Rhyne; 
in Georgia, Baldwin. 

“Through the fat years and the 
lean, we’re convinced that it pays 
to cater exclusively to retail lum- 
ber dealers. By studying their 
needs and providing them good 
service, we figure we will do as 
well in profits and good-will as we 
should.” That’s the way Frank 
Bruer Sr. summarizes his distribu- 
tion conclusion. 


SOUTHERN PINE lumber from Alabama mills is hauled to the Dealer's 

Supply warehouse in Nashville on the tandem-axled trailer truck seen above. 

State laws limit single-axle loads to about 5,000 board feet of lumber—not 

an economical load, considering the distance involved. This new trailer with 
twin axles easily hauls an approved 17,000 feet per load! 


Oppose FHA Grade Rule 


At their semi-annual meeting in 
Las Vegas, Nev., during the recent 
conference of directors of the Na- 
tional Retail Lumber Dealers Assn., 
Southeastern dealers voted against 
the compulsory requirement of 
grade-marked lumber for FHA 
homes, after it was reported that the 
Tennessee FHA state director has 
decreed such a requirement in that 
state. 


A poll of dealers in the other 10 
Southeastern states revealed that 
Tennessee was the only state where 
the state FHA director requires 
grade-marked lumber. 

The dealers were highly in favor 
of good lumber, but they feel that a 
grade-marking requirement is “too 
costly and cumbersome.” They in- 
structed Chairman W. T. Spencer, 
of Gastonia, N. C., to file their pro- 
test, with the hope of avoiding this 
requirement. 
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HOW ABOUT SPRUCE? 


(From page 37) 


coolers, ice boxes, and food bins 
because the wood is tasteless and 
odorless — whether wet or dry. 
Futhermore, its clean, bright color, 
its glue-holding ability, its freedom 
from warping and checking, and 
the fairly wide sizes available—all 
these factors contribute to its ex- 
tensive use.” 

The Forest Products Laboratory 
describes Engelmann spruce as 
“easily glueable with different 
glues under a wide range of gluing 
conditions.” The straight grain and 
lack of resin deposits are said to 
heighten its value to woodworking 
firms for glued lamination. 

Due to this lumber’s recognized 
resistance to splitting, it may be 
nailed as easily as the soft pines. 

When the infestation of Engel- 
mann spruce beetles was discover- 
ed, a task force was formed of rep- 
resentatives of private industry, 
the U. S. Forest Service, and the 
U. S. Bureau of Entomology. It 
quickly became apparent that 
chemical control of insects in trees 
that loom 100 to 150 feet high was 
impossible. 

So, after a survey of the situa- 
tion, the task force decided on di- 
rect control by logging. Hordes of 
insects were attracted to “trap” 
trees—ones which had been de- 
liberately felled. But these hordes 
were only a small proportion of 
the bug population in these woods. 

Over-all control depended pri- 
marily upon accelerated logging of 
infested spruce, the task force 
agreed, since the insects would 
then be drowned in millponds or 
burned in slab fires before they 
could reproduce. 

These figures provide an idea of 
what the industry faces in this 
bug-battling operation: 

In 1950, Engelmann spruce pro- 
duction in the Western Pine region 
totaled only 44 million feet. This 
rose in 1951 to 46 million feet, and 
to 89 million in 1952. The jump in 
output last year was caused by the 
discovery of the infestation early 
in the summer and an unusually 
dry fall which permitted a longer 
logging season than usual. 

Now, however, because the bee- 
tle situation is growing worse, the 
task force has planned the logging 
of 461 million feet of Engelmann 
spruce this year and 800 million 
feet in 1954—about 20 times the 
1950 production! 

This will not mean a correspond- 
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ing increase in over-all lumber 
production from the Inland Em- 
pire. As the mills concentrate on 
saving spruce and halting the 
spread of the beetle, production of 
other species will decrease. There 
is neither enough equipment to 
build necessary access roads nor 


to log this much in addition to 
normal production of Idaho white 
pine, ponderosa pine, sugar pine, 


white fir, larch, and Douglas f 
Marketing is a major problem in 


connection with the suddenly ex- 
panded output of Engelmann 
spruce. Since this species grows at 





higher and less accessible altitudes, 
it has not been logged much before 
and consequently is not too 
familiar with consumers and speci- 
fiers. They are likely to confuse it 
with other varieties of spruce, 
which are entirely different woods. 

So, manufacturers and whole- 
salers are busy educating retail 
lumber dealers and their customers 
to the fact that Engelmann spruce 
is a practical wood that can stand 
on its own merits. When properly 
manufactured and kiln-dried, it 
has many uses and distinctive 
qualities. 
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POPULAR 
DEMAND... 


STANLEY 


Rustic Iron 
Hardware 


Here is that hand-wrought “look’’— 
the rough textured finish, the ham- 
mered edges, the authentic design 
that every one is looking for. In this 
new, complete line, Stanley offers 
hardware that will accent the charm 
of any style home. . . that can be 
used for cabinets and full size in- 
terior doors in rumpus rooms, living 
rooms, dining rooms, dens, kitchens. 

Here is your chance to cash in on 
the fast-growing demand for rustic 
iron hardware. Write now for a sup- 
ply of colorful consumer folders 
showing the full Stanley line. Also 
ask about the attractive salesmaking 
display shown above (Salesmaker 
No. DB-533, size 12” x 14”) and the 
No. 533A introductory stock package. 


The Stanley Works, 
New Britain, Connecticut 


STANLEY 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 








PRICE CALCULATOR 


To help dealers quote oak flooring 
prices on a square-yard basis instead 
of the traditional 1,000 board feet 
that often confuses customers, a 
handy calculator has been designed 
to convert figures to per-square-yard 
prices. 

This also makes the price sound 
smaller, and most customers find it 
hard to imagine how much floor 1,000 
feet will cover. The price is convert- 
ed merely by turning a wheel with 
the finger, setting it on the price per 
1,000 board feet. 

The calculator sells for 15 cents. 

Contact: National Oak Flooring 
Manufacturers Assn., 814 Sterick 
Building, Memphis 3, Tenn. 


LADDER STAND 


A new stand, which occupies only 
four square feet of floor space, holds 
a 5’ step ladder and a 10’ extension 
ladder. 

This sturdy stand, finished in ciear 
lacquer, fits in store windows or sales 
floors. Write for free folder. 

Contact: A. W. Flint Co., New 
Haven, Conn. 


HOLDS BUILDING PAPER 


Leatherback Handi-Rolls permit the 
dealer to display and sell building 
papers in convenient carry-out sizes 
that the consumer will buy for self 
installation. 

The Handi-Rolls are supplied in 
100-square-foot sizes, 36” wide. They 
are packed 12 rolls to a carton, which 
opens up to form a display for 
counter or window. 

Before being introduced, the rolls 
were marketed on a test basis, and 


proved a good “impulse sales” item. 
Four types of paper are included. 

Contact: Protective Papers, Inc., 
Union, IIl. 


GARAGE DOOR FOLDERS 


Two full-color folders—illustrating 
the El Dorado and the Picture Door, 
recent additions to the How-ell-dor 
line of sectional residential garage 
doors—are now available as hand-out 
or mail-out pieces for dealer use. 

Each folder describes the easy 
operation of each door and gives 
stock sizes available. 

Contact: Howell Manufacturing 
Co., Philadelphia 11, Pa. 


SHOWS PAINT COLORS 


A plastic card, imprinted with mod- 
ern house and shrubbery, has clear 
plastic in the outside wall area so 
that colored cards show how various 
shades of Plylon masonry paint will 
appear on a home. 

This new paint is used on asbestos 
shingles, stucco, concrete, brick, and 
cinder and cement block. Hundreds 
of shades can be made from the 10 
basic colors. The color cards give the 
customer an opportunity to try many 
shades on her own home in minia- 
ture. 

Contact: Southern Coatings and 
Chemical Co., Sumter, S. C. 


WALLPAPER CENTERS 


This compact “Wallpaper Decorating 
Center” requires less than seven 
square feet of floor space. 

A slanted counter top holds a large 
book of wallpaper samples. The back 
of the display shows photographs of 
decorating ideas, plus a color chart 
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to help with color schemes. An at- 
tached light fixture provides good il- 
lumination. Shelves at the side hold 
a lady’s purse or bundles. 

Over 500 styles of United Wall- 
paper and Nancy Warren paper are 
shown in it. 

Featured at meetings designed to 
promote the display and train sales- 
men is a movie, “She Knows What 
She Wants,” produced in Hollywood 
and starring Elyse Knox. 

Contact: United Wallpaper, Inc., 
Merchandise Mart, Chicago 54, Ill. 


TACKER DISPLAY BOARD 


A new display board for Duo-Fast 
automatic tackers is printed in three 
colors on Masonite hardboard. It 
holds a Duo-Fast gun tacker and 
hammer tacker, clipped to the dis- 
play by wire to prevent pilferage. 
The board suggests use of the tackers 
on insulation, ceiling tile, vapor 
seals, screen wire, and _ building 
paper. 

Contact: Fastener Corp., 860 
Fletcher St., Chicago 14, Ill. 


SNIP AND PLIER STAND 


This merchandiser and floor stand 
provide a complete small tool depart- 
ment in less than 32” of floor space. 


A flashing plastic beacon, located be- 
hind the tools at the top, dramatical- 
ly draws attention to the display. 

Designed for “self service” mer- 
chandising, the display holds 150 
tools. 

Each tool on the revolving blue- 
and-white merchandiser is priced for 
easy selling and shadow-marked for 
quick re-stocking. 

Contact: P and C Hand Forged 
Tool Co., Box 5926, Milwaukie P. O., 
Portland 22, Ore. 


FLOOR FINISH LIST 


A revised list of approved floor 
finishing products is now available. 

It includes 19 recently-tested and 
approved products. Listings include 
both the penetrating sealer and the 
hard-surface, plastic floor-finishing 
products. 

Sealers are recommended for all 
species of hardwood flooring laid in 
residences, and for maple flooring 
installations in school classrooms, 
gymnasiums, ballrooms, stores, and 
industrial plants. 

Contact: Research Department, 
Maple Flooring Manufacturers Assn., 
35 East Wacker Dr., Chicago 1, Ill. 


LOCKSMITH SIGN 


“We Make The Finest Keys” is the 
message of a new 36”x18” sign for 
use over Yale and Towne lockset dis- 
plays. It is designed for wall, store 
front, or interior wall use. 

Made of weatherproof, rustproof 
steel, it has a baked enamel finish 
that preserves the eye-catching red, 
black, yellow, and silver used on the 
face. It is made in either single or 
double-faced models, selling for 50 
cents and $1.00 respectively. 

Contact: Yale and Towne Manu- 
facturing Co., Yale Lock and Hard- 
ware Division, Stamford, Conn. 
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METAL TRIMS, INC. 
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Métractive SALES MERCHANDISER* 
Write For Information Today! 
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There's a big profit in tileboard! 
And for new or old homes Prestile 
is your best bet! It’s easy to sell 
because your customers know the 
Prestile name. They see Prestile ad- 
vertised in their favorite maga- 
zines .. . know it is a colorful, smart 
wall paneling that costs less to in- 
stall... keeps its bright beauty for 
years and years. And remember, 
Prestile supplies you with many im- 
portant merchandising aids. Yes, in 
every way Prestile means more 


profits for you. 


Da Sah E 


WG edteney E 225 4 df Baked In 


Clip this handy memo to your 
letterhead and mail today! 


Prestile Mfg. Co., 5850 Ogden Avenue 


Chicago 50 


Please send me free samples and Dealer's 
Merchandising Kit—"'How to Make More 
Profits from Tileboard.” 


Your Name 
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Tennesseeans Urged 
to Fight Fire Causes 


A drive by the forest industries to 
consolidate the efforts of the thou- 
sands of wood-using industry em- 
ployees in Tennessee in the fight 
against man-caused forest fires was 
launched recently in Memphis. 

At kick-off ceremonies held at the 
Memphis Plywood Corp. employees 
were told by John Holladay, Cam- 
den, president of the Keep Tennes- 
see Green Association, that “your 
jobs and the future of the economi- 
cally important forest industries in 
Tennessee depend on _ preventing 
forest fires.” 4 

Hollaaay told the group that the 
industry employs over 25,000 work- 
ers in Tennessee and provides more 
than $110 million in salaries and 
wages each year. He said that this 
situation could continue only if 
forest fires are controlled. 

The employees were presented 
with “Keep Tennessee Green” car 
license plates and urged to “preach 
the gospel of forest fire prevention” 
by M. H. Speltz, company president. 

Russell Stadelman, Nickey Broth- 
ers, Inc., Memphis, pointed out to 
the plywood employees that forest 
fires, which are 9 out of 10 man- 
caused, last year destroyed $7 mil- 
lion worth of timber. 


Universal Hotel 
Credit System Offered 


Following years of study and re- 
search by the hotel industry, a 
“universal” type credit plan has been 
perfected for travelers. 

According to Arthur J. Packard, 
president of the American Hotel 
Assn., the new credit system will be 
honored by thousands of hotels 
throughout the United States and in 
Canada, Mexico, Alaska, Puerto Rico, 
Hawaii, and Bermuda. 

“This long-sought system will 
mean that the battle of the wallet 
bulge is over,” Packard said, “for it 
will enable the public to travel with- 
out an oversupply of identification 
papers, vouchers, and credit cards.” 

Two types of cards will be issued 
under this new credit system 
“Travelcards” will be issued to busi- 
ness firms for the use of their execu- 
tives and other employees who 
travel. The Travelcard assures the 
holder of unlimited credit for the 
charging of hotel bills, including 
food and all customary hotel 
charges, plus check-cashing privi- 
leges within the limit of individual 
hotel policy. A fee of $5 a year is 
charged for each Travelcard issued. 

The other type will be called 
“Chekards,” issued to individuals 
who have satisfactory credit records. 
Chekards will provide check-cashing 


privileges at participating hotels; the 
holder may cash $100 worth of 
checks per week for a charge of $6 
per year, and $300 worth per week 
for $12 a year. 

“The new Travelcards and Chek- 
ards are designed to augment the 
credit cards now being issued by a 
number of hotel chains and large in- 
dividually operated hotels,” Packard 
said. 


Tree-Family Now 64 Strong 


“I’m glad to be here and to know 
that people have learned that trees 
can be profitably grown as a crop!” 
So declared S. M. Nickey Sr., 85- 
year-old president of Nickey Broth- 
ers, Inc., Memphis lumber firm, to 
Tree Farmers from three states who 
were his guests in Memphis at the 
eighth anniversary celebration of the 
Nickey Tree Farm Family. 

Twenty-four members were certi- 
fied into the Tennessee Tree Farm 
System. These new Tree Farms add 
4,000 acres of well-managed timber- 
land to the company-sponsored 
“family.” 

The hardwood Tree Farm Family 
now numbers 64 individual members. 
They represent 20,000 acres of pri- 
vately-owned timberland being man- 
aged for continuing production of 
timber crops. 








AVAILABLE 
AT ALL 
TIMES 


KILN DRIED 
HARD- 
WreXe}» 


Lumber 


Any quantity up to carload lots for 
immediote delivery or pick-up. Wal- 
nut, Cherry, Red ond White Ook, 
Mahogany, Northern Birch, White Ash, 
Hard Maple, Butternut, Poplar, Bass 
wood, Primo Vera, Idaho White Pine 


CHESTER B. STEM, INC. 


657 Grant Line Road 
New Albany, Ind. 
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BIRD SALES CARAVAN MOVES ON! 


As part of a new sales promotion program to aid local-level selling, these 

cars are carrying the Bird Building Materials Sales Caravan to all parts 

of the nation. The project provides for local meetings with the cooperation 

of dealers and distributors. A new full-color movie narrated by Lowell 

Thomas opens the program. The film is followed by a presentation of Bird 
roofing and siding products. 


“Presidential Pine” 


Southern pine lumber used in the 
platform on which President Eisen- 
hower stood to take his oath of office 
is being made into frames for use 


Dp 


with an engrossment of the Presi 
dent’s inaugural prayer. 

Embossed copies framed with this 
“presidential pine” are being award 
ed by the Treasury Department to 
volunteers in the Savings Bond pro 
gram. 


Caged Hens Produce 
More Eggs and Profits 


Placing hens in individual cages 
has made the birds happier and 
boosted egg production. Shelby coun- 
ty, Ala., poultry farmers prefer these 
modern, comfortable cages _ for 
several reasons, reports John F. Yar- 
brough in the Farm and Ranch 
magazine. 

First, they believe that clean, high- 
quality eggs—the goal of all pro- 
ducers—can be produced more easily 
with the cage system. 

Second, a daily check can be kept 
on each hen’s production. 

Third, growers can hold egg pro- 
duction high by starting chicks each 
month, replacing poor layers with 
young pullets. 

Bill Lawler, who lives near Monte- 
vallo, Ala., got the system off to a 
good start less than two years ago 
when he set up a small assembly 
line in his neighborhood machine 
shop and began making the cages 
for local producers. He has sold more 
than 10,000 units! ; 

County Agent A. A. Lauderdale 
points out that the cage system, de- 
veloped in California, was adapted to 
Alabama conditions by the experi- 
ment station at Auburn. Here’s how 
he sums up the system: 

“Producers who use the cages like 
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THE SCREEN IN THE WINDOW SHADE CLASS 


Write for FREE LITERATURE 
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When QUALITY and SERVICE count 


=-PLY WOOD 
-LUMBER 
=BOORS 


You buy with efficiency, econ- 
omy and confidence when you 
buy from Georgia-Pacific. 
And one call does it all. . . so 
call your G-P office for fast 
deliveries of every species, 
size and grade of plywood 
and lumber. 


G-P PRODUCTS—G-P Ripplewood Textured Paneling « 
GPX Plastic-faced Plywood « G-P Crownply Hardwood 
Plywood « G-P Plysheet Southern Plywood « Douglas Fir 
Plywood « Giant-sized Scarfed Panels « Fir Pattern Doors « 
Hordwood Flush Doors « Cypress and Redwood Lumber 
¢ Southern Pine « Southern Hardwood Lumber « Western 
Lumber « Treated Lumber and Timbers « Residential and 
Factory Flooring * Mouldings. 


Malte ORGIA — PACIFIC 


PLYWOOD COMPANY 
SOUTHERN FINANCE BUILDING, 
AUGUSTA, GA., CALL 2-8383 
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Backed by 12 years 
development and use 















TYPE “A” 
PLASWOOD 
PANEL 










An extra-strength panel board, 
made from specially treated long 
wood fibers. Made in two densi- 
ties—one as sidewall sheathing 
—one as underlayment for as- 
phalt and rubber tile, linole- 
um, wall to wall carpeting. 











High resistance to indenta- 
tion — exceptional nail- 
holding power — strong 

bracing qualities — 
these, along with posi- 
tive lower cost of Plas- 

wood make it the 
answer to stronger, 
more economical 

construction. 
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Send this coupon today. 
Southern Plaswood Corporation 
Post Office Box 123 
Hope, Arkansas 
Please send me the facts about Plaswood 
and the name of your nearest jobber or 
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them. They believe the cage system 
is about the best method yet devised 
for keeping a flock at maximum pro- 
duction.” 


Wood Siding, Spruce, and 
Glue Reports Available 


Some of the reasons for the popu- 
larity of wood siding for houses and 
some helpful information on its use 
are contained in a report, “Wood 
Siding for Buildings,” by F. A. 
Strenge, editor at the U. S. Forest 
Products Laboratory in Madison, 
Wis. Listed as No. 1929 in the lab- 
oratory’s series, the report was re- 
cently published by the National 
Lumber Manufacturers Assn. 

The first three of a series of reports 
on Engelmann spruce have been 
published by the laboratory. Report 
No. R1944-1 discusses its use for 
house construction. No. R1944-2 sum- 
marizes work that has been done on 
its suitability for pulp and paper 
products. No. R1944-3 concerns the 
use and treatment of this spruce for 
ties and mine timbers. 

The properties of woodworking 
glues of natural origin (as distin- 
guished from synthetic resin glues) 
are discussed in Technical Note No. 
257, “Woodworking Glues of Natural 
Origin.” 

Two South American woods are 
the subjects of information leaflets 
by Jeannette Kryn, forest products 
technologist at the laboratory. Span- 
ish cedar is described in Report No. 
R1948, and quaruba in Report No. 
R1946. 


Home Fires Terrific 
Despite Construction 


Uncontrolled fires are usually so 
spectacular and the need to put them 
out so urgent that scientists rarely 
have a chance to study exactly what 
happens when a building burns. Yet 
sound scientific information of this 
kind is needed as a basis for build- 
ing codes and for testing the fire 
properties of building materials. 

The U. S. Forest Products Lab- 
oratory, Madison, Wis., built and 
burned a number of simulated 
dwelling rooms using various ma- 
terials for the walls and ceilings. 
Each room had two windows and a 
door. Mock-up furniture was made 
to simulate chairs, tables, a book- 
case, and a hall tree. The chairs were 
upholstered with burlap padded with 
wood shavings. 

The rooms were furnished with 
burlap floor coverings to simulate 
rugs, cotton drapes at the windows, 
a cotton table cloth, magazines in the 
bookcase and on the table, and pieces 
of burlap hanging from the hall tree 
to simulate clothing. 

These burn-out tests were con- 











ducted to find out how fast the tem- 
perature rises in a burning room, to 
measure the air pressure in a burn- 
ing room, to find out the composition 
of gases in a burning room, and to 
see how a fire may be influenced by 
furnishings, wall materials, and 
amount of draft. 

From the results of these tests, 
given in “Experimental Dwelling- 
room Fires,” laboratory report No. 
D1941, laboratory scientists conclude 
that “the customary furnishings of 
most dwelling rooms provide enough 
fuel to create a serious fire regard- 
less of whether the walls and ceilings 
are combustible or noncombustible. 

“Once a fire is started, it spreads 
by direct contact of flames, by move- 
ment of hot air and combustible gases 
through channels not provided with 
fire stops, and by raising the surface 
temperature of combustible ma- 
terials to their ignition point by di- 
rect radiation.” 

Copies of this bulletin may be ob- 
tained free by writing to the Direc- 
tor, U.S. Forest Products Laboratory, 
Madison 5, Wis. 


NEWARK, N. J.: A recently com- 
pleted expansion program of the 
Quiet Heet Manufacturing Corp. has 
nearly quadrupled the capacity for 
production of Quiet Kool air con- 
ditioners and Quiet Heet oil burners. 
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FREE! 


els to meet all your 


now! 


New Catalog! 


Illustrates and describes com- 
plete line of seven Bessler 
Disappearing Stairway Mod- 


This new catalog should be 
in your files for ready ref- 
erence—write for your copy 


IMMEDIATE 
DELIVERY! 


needs. 


— 
& =S Saw 2 an mw ww 





Stock and Sell 


BESSLER 
DISAPPEARING 
STAIRWAYS 


+ The ORIGINAL disap- 


pearing stairway—made 
for over 40 years. 

A REAL stairway. 
Seven well-engineered 
models—for ev need. 
Safety-designed in every 
detail for protection. 
Suitable for the finest 
homes—old and new. 
a freas, above and 


belo 

Full “width treads. 

ALL steps equal height. 
Treads and stringers are 
made of Sitka Spruce. 
Full door width. 

— length SAFE hand 
rai 

Accurate architectural 
design assures easy and 
SAFE ascending and de- 
scending. 


. All metal parts are made 


bs strong, SAFE pressed 


. Beontve always available 


on quick notice. 


. Doors made of White 


Pine and Fir in two- 

panel and flush types; 

hardwood doors in flush 

type only. 

16. Tailor-made 
for all heights. 

17. Hundreds of 
thousands in 
= daily 


18. Immediate de- 
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Ne er tem OR NRE ARO RI 


“You can see the Quality in 
IDEAL Sliding Doors” 
































EASIER TO SELL You'll find it easier to sell new homes 
and home-improvement jobs when you feature IDEAL 
Sliding Doors for closets and doorways. Home owners 
appreciate the use of floor space they make possible for 
furniture placement. Contractors and builders like the 
ease and speed of installation. 


IDEAL 


REG US PAT OFF 


SLIDING DOORS 


— @ increase usuable floor space 
y @ are precision milled of highest quality 
IDEAL materials 


COMPANY @ utilize any 13” panel or flush door 


@ carton-packed for protection in de- 
WACO, TEXAS livery and at job-site 
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REGION 


Light weight, softness, straightness of grain 
and uniformity of texture make this lumber 
easy to handle, cut, saw, shape and nail — thus 
saving costs on the job. Widely used for framing, 
sheathing, subflooring, etc. Select grades are 
excellent for interior and exterior trim, millwork 
and many industrial uses. 





This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 





















































LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 






Write for free illustrated 
book about White Fir. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 






| WESTER 
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CHAMPION” 


THE BONDERIZED 
BASEMENT WINDOW 
OF EXTRA VALUE 

















VENTILATION 


REMOVABLE 
SASH 


14-gauge electrically welded frame, 
fins welded to jamb for quick in- 
stallation and double contact with 
leak-proof watershed sill. A plus 
value incorporates a_ redesigned 
latch which assures positive opera- 
tion under all conditions. 


Also ask about the extra value in: 


VENTO “THRIFTY” BASEMENT WINDOWS 

VENTO FORMED STEEL LINTELS (FOR BLOCK 
AND BRICK CONSTRUCTION) 

Vento “Champion” Barred Basement Windows 

Vento “Champion” Utility and Barn Windows 

Vento Thrifty Utility and Special Type Windows 


Write us for full information 


Some desirable territories are open 
for representatives and distributors. 
Write for particulars. 


STEEL PRODUCTS 
CO., Inc. 


253 Colorado Ave., Buffalo 15, N. Y. 
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DISPLAYS OPEN PC MEETINGS 


A recent “table top display” meeting opened the fall season for the Atlanta, 
Ga., chapter of the Producers Council, national association of building 
material manufacturers. Thirty-seven manufacturers displayed their products 
for members and guest architects. Examining an “idea book” for uses of 
Libbey-Owens-Ford’s Corrulux panels here are J. M. (Bunchy) Fowler. 
Atlanta PC president and district sales executive for the Armstrong Cork Co., 
and Tom D. Stanford, U. S.-Mengel Plywoods sales representative. Also at- 
tracting attention is a lighted display of Kewanee steel window units. 


More Chapters Added 
to Dealer’s Guide 


Dealers that belong to the state 
and regional organizations federated 
into the National Retail Lumber 
Dealers Assn. this month are due to 
receive two more chapters for use 
and inclusion in their Dealer Operat- 
ing Guide. One on merchandising 
will cover “Sales Management.” One 
on product information will concern 
“Nails.” 

Four chapters of DOG were dis- 
tributed by the dealer associations 
last month. The first two were on 
“Frame Construction” and “Lum- 
ber.” The others were on “Plywood” 
and “Merchandising Calendar.” 

Many purchasers of the Dealer 
Operating Guide have, in effect, 
pointed out that “this Merchandising 


Calendar alone is well worth the cost 
of the whole Guide service!” 

The Merchandising Calendar is 
“an Advertising and Display Guide 
for Retail Lumber and Building Ma- 
terial Dealers.” 

Part I provides a monthly and 
weekly guide of merchandising, ad 
vertising, and display themes. 

Part II is a product chart that 
shows which products should be dis- 
played and featured in promotion of 
the monthly and weekly themes. 

Both sections are handy check- 
lists to help dealers push the right 
product and service at the proper 
season of the year. 

Copies of the calendar have been 
sent by NRLDA to more than 1,000 
daily newspapers and 5,000 large 
weekly papers, so they may assist 
retail lumber dealers in using it to 
best advantage. 





Ad Dimensions 
KD Pine Floorir 
YELLOW POPLA 


N. H. L. A. RED CEDAR CLOSET LINING 


Ww. J. WORD LUMBER CO. 


Phone 327 


SCOTTSBORO — ALABAMA 
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CRAIG 


FOLD-A-STAIR 


aS 





. Carry one 


. GUARANTEED! By the manufacturer. 


Sells faster because 
it’s priced RIGHT! 


GET DETAILS OF OUR 
DEALER PLAN. WRITE 
TODAY. x 


| CHECK THESE POINTS 

THAT MAKE THE CRAIG 
FOLD-A-STAIR A BETTER 
\\\" sur... 


. Folds easily and safely into small space. Install in hallway or 


closet. 


. No dangerous overhead weights. 
. Rugged, strong, safe construction. 
. Easy, quick installation. A packaged stairway with understand- 


able instructions for the contractor or “handyman.” 


. Especially designed for good appearance. 


“universal” size to fit all ceiling heights. 


CRAIG WOOD-PRODUCTS COMPANY 


BRENNAN ROAD 


COLUMBUS, GEORGIA 

















~~ oa 
PULLMAN SASH BALANCE 


Pre-tested—sells itself! 


Clever do-it-yourself kit to replace 
worn or broken sash cords in minutes. 
For householders, landlords, handy- 
men, carpenters. Guaranteed. Fool- 
proof, easy to install. Selling by hun- 
dreds in test stores. Your jobber has 
it, or write for data, free sales aids: 


PULLMAN 


















MANUFACTURING CORP. 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 















" $TO REY SELLS PRESSURE-TREATED! 


e@ Increase your profits by stocking an assortment of anti- 


e Also: 





Phone Orders Collect! Phone 2-2412 





Wolman Salts — Creosote — Chromated Zinc Chloride 


rot, anti-termite lumber. We supply any grade, any size 
in quantities of 4000’-up, via truck or rail. 

Fir, Ponderosa, Redwood, West Coast Mouldings 
and Jambs. 

Pressure-treated SLYP or West Coast 
lumber direct from mill or from our 
Winston-Salem Warehouse. 


W. M. STOREY LUMBER CO. 


Southern Pines, North Carolina 


TWX S. Pines 99 








or x 
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pDOMINIg 


BUILDING 
SPECIALTIES 


vy TRI-DENSE 


A hardener for use in concrete, mortar and stucco. 
Reduces cold weather hazards, permits faster 
placing, more rapid removal of forms. Protects 
mortar against FREEZING. Keeps winter work 
on schedule. 


vy WALL-SEAL 


A transparent silicone waterproofing for exterior 
stucco, concrete, cinder blocks, etc. Lets masonry 
breathe and renders it resistant to efflorescence 
and staining. Easily applied with brush or spray. 


oy FLINT-TOP 


A penetrating surface hardener for new and old 
concrete, terrazzo flooring and other concrete 
surfaces. Protects floors against oils, acids, salts, 
alkalies and many other chemicals. Retards con- 
crete dust. Adds years to floor life. 





On 































WRITE 
FOR 
DETAILS 


PERROW CHEMICAL CO., 








Hurt, Virginia 
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A 4’ x 4’ sheet of Homasote with the 
edges beveled — for a tree stand; 
larger sizes for train boards. Homa- 
sote’s fire-resistance, its moisture- 
proof and _ sound-deadening 
qualities, its strength and easy 
workability make it ideal for 
many special uses. Dealers 
make extra profits with these 
easily-cut sizes. As Christmas 
gifts they are unusual and very 
welcome. Let us send you a 
folder suggesting 100 such appli- 
cations. 





The new, scientific way to sheathe, 
shingle and fully insulate side- 
walls in one operation. 14” expo- 
sure of Cedar shingles or shakes 
— over weatherproof sheathing — 
gives 34” deep “double-coursed” 
shadow lines. With the patented 
Nova Shingle Clip, you have no 
curling, no exposed nails to rust, 
split or stain the shingles. 330% 
is saved in application costs. 
Send coupon for full details. 


INSULATED 
Sidewalls 








HOMASOTE COMPANY 


NOVA “SALES 
- Trenton 3, N.J. 


ad <i on on oe a 
HOMASOTE COMPANY, Trenton 3, N. J., Dept. 52D 

Send detailed, illustrated literature on 
[1 “100 Uses”’ |} Nova Sidewalls 


iT our 
CATALOG IM 
SWEET'S 


(_] All Homasote-Nova Products 
NAME_ 

ADDRESS 
CITY & ZONE_ 





My lumber dealer is 
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HOME 
REMODELING 





... today’s opportunity 
for attic fan sales 


Reed PACKAGED ATTIC FANS 


...are a breeze to install, particularly in homes being re- 
modeled, because they fit right over rafters of existing con- 
struction, require only a rough cut through ceiling to take 
automatic, silent shutter. Stock models for any installation 
requirement: 24, 30, 36, 36 narrow, 42 and 48 inch sizes. 
Fan main shaft bearings and ball-bearing motors perma- 
nently lubricated. Famous Reed quality throughout — quiet, 
long-lasting. Write for complete details. 


potas a ane 


Reed Unit-Fans, Inc., 
1001 Saint Charles Ave., 
New Orleans 8, La. 


Send me complete information about 
Reed Packaged Attic Fans. 


My Nome 
Company 
Address 





City 
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TIONAL LOCK 


PATENT APPLIED 


ANODIZED... \ 


, : \ 
will not discolor or wear off, 


. a : ‘ : \ 
Exquisitely styled in satin aluminum, \ 


NATIONAL LOCKsets bring new 
charm to the modern home. Knobs, 
roses, face plates and strikes are made 
of selected aluminum material. @ Ano- 
dizing produces an extremely hard 
surface that will not stain, discolor or 
easily scratch. This surface, which is 
not an applied finish, is corrosion- 
resistant in any climate. @ Those who 
have seen National Lock’s anodized 
finish agree that NATIONAL LOCK- 
sets are destined to become a best 
seller in today’s growing market for 
aluminum trim. Ask about it soon. 


Buy it from your wholesaler 


Sell National Lock rust-resistant, button tip butts 
with every aluminum lockset. Comparable in appear- 
ance, they make a unique, attractive installation. 





A65-026 


distinctive hardware... 
all from ] source 


NATIONAL LOCK COMPANY 
Rockford, Illinois 
MERCHANT SALES DIVISION 


dealers! 


low cost storage space with EZ-Way Folding 
Stairways @ increase sales — show your 
customers the advantages of this inexpensive 
storage space 


EZ-WAY Folding Stairways 


Sturdily built, modern in ap- 
pearance. EZ-Way features 
touch-control, balanced spring ac 

tion. Close study of EZ-Way Fold- 
ing Stairway features will prove to 
you the way to dest please your cus 
tomers on auxiliary, low cost storage 
space. 

Write ropay for the illustrated brochure 
providing information and specifications on 
EZ-Way products. EZ-Way products are 
manufactured by EZ-Way Sales, Inc., Box 
300-5 St. Paul Park, Minnesota. 





NOW -All 3 From 
ONE DEPENDABLE SOURCE 


GUARDSMAN FULL JAMB 
COVER No. 600 


No. 600 for 1%” Aluminum 
Check Rail Double-Hung Wood 
Windows. 

Cut in lengths to your specifica- 


E 











| ee a “ 


GUARDSMAN PACKAGED DOOR SETS 





for 2’8” x 68” door 
No. 336 for 3’ x 7’ door 
No. 342 for 3’6” x 7’ door 
A compact package of weatherstrip 
material, with all necessary hardware, for one door. 


GUARDSMAN METAL SIDING TRIMS 


od A-100 


de 


No. 332 





“A > | 

A-100. .. . Outside Corner, .016 Gauge, Aluminum 
A-101... . Inside Corner, .016 Gauge, Aluminum 
A-102... .Door and Window Trim, .016 Gauge, Aluminum 


Order from your jobber. If he cannot supply you, write us direct. 


NATIONAL GUARD PRODUCTS, INC. 


540 JACKSON AVE. * MEMPHIS, TENN. 
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the tightest closing window ever made 


The immediate appeal of Lud- 
man windows combined with 
Ludman‘s patented Auto-Lok 
principle of operation makes 


buyers out of prospects. 


Put this demonstrator 





to work in your showroom 
available in wood or aluminum 


Auto-Lok—the window women want most 
—sells on sight because builders know 
’ . Many beautiful combina- 

from experience AUTO-LOK Windows tions are possible. Picture 

make houses worth more . . . help clinch windows can be supplied 
in any width for glazing 

sales. Ludman Auto-Lok make homes with 4’ plate or insulated 

look newer... more modern. They add plate panels. Screens, storm 
sash readily available. 

extra sales appeal and extra value 


without adding extra cost. 


Ludman Auto-Lok Windows save builders 

money, because no time consuming in- 

stallation adjustments are required and Standard units can be used 

they never need adjustment afterward . . singly or in combinations 
Ager ° A / / for maximum light, venti- 

Eliminate costly call-backs. Figuring the lation and greater wall 

time saved for installation and the i space for py a 

= rangements. Exclusive de- 
extra value they add, Ludman Auto-Lok layed-action night vent 
Windows are the most economical for ventilation. 


Awning Windows to use. For the name of your nearest Auto-lok jobber, write— SBS-1! 


¢ 
LUDMAN (6:p6:dlibre 02 mw, nonos 


LUDMAN LEADS THE WORLD IN WINDOW ENGINEERING 
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15,000 DEALERS 
CANT BE WRONG ! 


Lave’ screen cloth won’t rust, corrode or stain... . 
needs no protective painting . . . is quick and easy to 
install. Every day, Lumite wins new friends in new con- 
struction and in the replacement market with home 
owners everywhere. Why not order Lumite now and win 
new friends for your store? 


LUMITE 
«say ed TE 


*Registered Trade-mark 
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